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Tools as well as arms go into battle. 
For troops in the spearhead of attack who must clear the way for 


motorized advance, Disston builds this Folding Chain Saw. 


Folding into a compact unit that can be easily carried or stowed, 
this saw can be assembled in a jiffy—slung about a tree in a trice 


—and, in seconds, be put to work doing an astonishingly fast 
Cc 





and able job of felling . . . Is it any wonder that the Allied Armies 
When disassembled, the Disston Folding Chain 


é ; ; Saw becomes this compact, conveniently 
of America’s largest builders of mechanized war machines includes carried unit. 


around the world use the Disston Folding Chain Saw—and one 


SSTABLISHED 1840 


it as standard equipment ? 


Back of the remarkable effectiveness of this ingenious piece of 





military equipment is a century-old history of superior 
saw making. Disston can build special wartime tools 
like this with such success because of a background of 
quality craftsmanship, long and earnestly devoted to 


making better standard tools. 


For information about such standard Disston tools as 
wood and metal cutting saws, files, hack saw blades, Conserve Man-Minutes and help win the war 
tool bits and machine knives, write Henry Disston & 


Sons, Inc., 125 Tacony, Philadelphia 35, Pa., U. S. A. 
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' institutions during the past 30 years. . 
» Knickerbocker Village, 10 Gracie Square, and Blind 
» Brook Lodge in the New York area. 





AN ANNOUNCEMENT OF GREAT IMPORTANCE 


TO THE BUILDING INDUSTRY 


WHAT types of electrical equipment will be needed in 
the homes of tomorrow? 


Where should fixed equipment be placed in kitchens 
and laundries? How about dimensions and clearances— 
access for servicing—lighting outlets and controls— 


utility connections? 


Westinghouse has long recognized the need for accu- 
rate information on these subjects . . . and for this 
reason has created the 


BETTER HOMES CEPARTMENT 


TheWestinghouse Better Homes Department was created 
to assist the building profession in the planning of post- 
war housing . . . and to give authoritative technical 
advice on the proper applications of electricity which will 
contribute so much to better living in 194X. 

To achieve these ends, Westinghouse has organized 
the Better Homes Advisory Staff consisting of men of recog- 
nized standing and wide experience in the housing field: 


IRVING W. CLARK, MANAGER, who has been con- 
tinuously engaged in housing activities for nearly 25 
years .. . a nationally recognized authority on home 
planning and kitchen design . . . and a Director of Pro- 
ducers Council, Inc. 


A. CARL BREDAHL, TECHNICAL DIRECTOR, formerly 
Chief of the Mechanic-Electrical-Utilities Division of 
the Federal Public Housing Authority from 1934 to 
1943, where he was responsible for establishing design 
standards of mechanical and electrical installations 
for U. S. Government housing projects... and for 


7 years electrical designer for Warren & Wetmore, 
New York. 


JOHN S. VAN WART, REGISTERED ARCHITECT, 
formerly with Fred F. French Company, New York, 
who has designed many multiple dwellings, hotels, and 
. including 


SIX-POINT ADVISORY. SERVICE 

The Better Homes Department offers a Six-Point Ad- 
visory Service to the Wuilding profession, featuring advice 
on the following sulgects: 


' 
1—Selection of — types of electrical equipment 
for various classes of postwar homes. 


2—Location and arangement of fixed equipment, for 
conserving space and attaining maximum efficiency in 
arrangement of work cycles. 

3—Accurate dimensions and clearances of equipment 
to insure proper installation and efficient operation. 
4— Access for servicing of equipment—so necessary for 
periodic inspection and repair. 

5— Location of lighting outlets and controls, for greater 
enjoyment, comfort, and safety in the home. 
6—Utility service connections—including location and 
size of electric wiring, water supply, and drainage lines. 


This Six-Point Advisory Service is available to con- 
tractors, builders, architects, engineers, public utilities, 
housing authorities, electrical inspectors, building man- 
agement, and investment institutions. 

Westinghouse Better Homes Department welcomes 
the opportunity of giving constructive assistance to 
those interested in postwar housing. ° 

If you have any problems relating to the selection, 
installation, and use of home electrical equipment, write: 
Better Homes Department, Westinghouse Electric & Man- 
ufacturing Company, Pittsburgh 30, Pennsylvania. 


A NEW APPROACH TO 
ELECTRICAL LIVING IN 194X 


A carefully co-ordinated program .. . for 
assisting the building profession and home- 
owners in the attainment of better wiring 
for better living . . . will be announced soon. 


Watch for it! 






Westinghouse 


PLANTS IN 25 CITIES OFFICES EVERYWHERE 
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Where goes the rmy, | 
a ~Ge goes FROST LUMBER 





FROST LUMBER INDUSTRIES, Inc.” 


SHREVEPORT, LOUISIANA 


A “Victory” Hut—typical of the kind being 
used to house many troops at home and 
abroad—can be erected in 6 man hours. § 
Crated for export, it requires only 323 cubic 


—Courtesy Texas Pre-Fabricated House & Tent Co. 


BUY WAR BONDS TO SPEED VICTORY 
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Millions of feet of lumber ...a lot of it Frost Lumber... are 
accompanying our fighting forces overseas. For,our army needs shelter 
as well as equipment, to win this all-out global war. | 


To facilitate easy handling and rapid construction, usually by the soldiers 
themselves, also to conserve valuable cargo space, this lumber is pre. 
fabricated into units for immediate erection. Forexample: Frost 
receives a War Order for Minalithed (flame-proofed) lumber, of | 
specified lengths and sizes. This, in turn, goes to one of the many | 
fabricating plants where it is worked into forms and sections including 
ready-to-erect structural members, walls, floors, even bunks and closets. 


Thus, the lumber may be unloaded from the ships, rushed to a base 
site and all buildings erected while the troops are still unloading and 
moving up. Likewise, buildings can be dismantled, moved and 
erected at an advanced base in minimum time. 


All this reflects the combined skill and experience of the nation’s best 
architects, engineers, wood-working craft and lumber producers . . . to 
speed up the winning of the war...to ‘\yy 
point the way to broader uses of lumber 
and more retail sales after the war. 















Keep In Touch With Frost Service. 
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_ Only the mature and larger trees are taken out and the young and immature 

1g and trees are left—insuring our customers “cream quality” soft Ponderosa Pine 

4 sed lumber and accelerating the growth and development of younger and more 

vigorous trees. 

’s best Thus, Kinzua’s customers benefit from a steady and continuous flow of choice 

an quality logs from trees at the peak of perfection. Kinzua’s employes benefit 


from continuous, lifetime employment. The public benefits from conservation 
of and perpetuation of the Nation's forest reserves. 


Active on war work now, Kinzua’s planned pro- 

gram of reforestation insures ample timber supplies 

for many postwar generations of buyers of Kinzua’s 
“Quality Guaranteed” Ponderosa Pine. 
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Mavse the war will be won by next summer; maybe 
the Nation will still be fighting throughout the year... 


* 


Whichever it is, you can figure on Flintkote for ’44. 


You can figure to make money and save worry be- 


cause Flintkote has planned ahead to meet what- 
ever comes...and to meet it to your satisfaction. 


Figure on Flintkote Insulation Boards 


Structural or decorative, Flintkote 
Insulation Board Products do their 
jobs well and beautifully. 


Flintkote Decorative Tile and 
Plank provide both insulation and 
decoration at one low cost. 


Colors include Decoblend (an ex- 
tremely popular blend of coral tones), Green, 
Buff, Ivory White and Smooth White. 


Asphalt-Sealed Sheathing 
Building Board 
Insulation Lath 
Roof Insulation 


Thriftex Wallboard 

Colored Tile and Plank 

Decoblend Tile and Plank 
*Hard Board Products 
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Figure on Flintkote Asphalt Shingles 


For the finest in fire-resis- 
tant Asphalt Shingles, Flint- 
kote has always been the 
first word and the last. 


Distinctive colors and practical, proved types 
give Flintkote dealers added selling opportunities. 


*Tapered Strips 
Thikbut Strips 
Cedartex Thikbut Strips 
*Stalwart Strips 
Hexagon Strips 


* Square Butt Strips 
Flintlock Shingles 
Staple-lox Shingles 
Dutch Lap Giant Shingles 

*Super Giant Shingles 


*These Flintkote Products have 
“gone to war.”’ They'll be back soon! 
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The FLINTKOTE 


30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y.... atcanta .- BOSTON 
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For maintenance and repair...! fo 
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--»| for new work and remodeling... 
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Figure on Flintkote Asphalt Sidings 


Ideal for low-cost residential or 
commercial work, this famous line 
of mineral-surfaced asphalt sidings 
saves building time, does away with 


aybe outside painting. 


Brick-type siding in strips or rolls 





2aT.., “Individual siding shingles 
Many designs and colors to choose 


<> 4 4. from. 


Figure on Flintkote 





y Asbestos Sidings 


One of the finest lines of all as- 





} bestos - cement sidings, Flintkote 
gives you a wide range...and a 
Sora first-quality product. 
Three butt lines; Three surface finishes; 
Waveline Tapertex 
Shake Woodgrain 
Straight-Edge Smooth 


Fireproof protection for exterior walls. 


| Figure on Flintkote 
1 Asbestos Shingles 


These fireproof shingles are made of two 
everlasting materials — asbestos fibers 
and portland cement. They provide top 
protection and long life. Woodgrain fin- 
i types ish on Dutch Lap, smooth finish on Hex. 


inities. 





Figure on Flintkote Insulated Sidings 
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: Insulation Board, a full 14 
inch thick, is saturated and 

les coated with asphalt and sur- 

shingles faced with hard mineral 











granules. Very attractive. 
gles An ideal siding. Available 
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*These Flintkote Products have 
“gone to war.”’ They’ll be back soon! 


Company... 
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Figure on Flintkote Cold Process 
Built-Up Roofing Z 


Flintkote special Cold Process Felts 
and Static Asphalt provide rugged, 
durable roofing. This new method 
supplements Flintkote’s line of hot- 
applied built-up roofing materials. 









Figure on Flintkote Roll and 
Built-Up Roofings 


Low cost per year after year of service is a feature 
of Flintkote Roll and Built-Up Roofings. 


Smooth Roll Roofings include; 


Rex Flintkote Reliance 
Stalwart Guardian 


And for rich coloring and extra fire-resistance, Flint- 
kote Mineral Surfaced Roll Roofings! Plus a com- 
plete line of Built-Up Roofing Products. 


Figure on Flintkote 
Asphalt Coatings and Plastics pote 


Rae aes 


The name for dampproofing and waterproofing 
materials is Flintkote! Meeting rigid specifica- 
tions, Flintkote Static Asphalt Coatings will 
not flow, alligator or crack and will outlast any known type of 
bituminous material when exposed to weather. 


Figure on Flintkote 
Rock Wool Insulation 


Those who didn’t last year... will this 
year! Flintkote’s line of rock wool insula- 
tion sells itself with every drop of the 
thermometer. 











Figure on Flintkote for ’44 


Talk today with your friendly Flintkote repre- 
sentative. Or write nearest branch office. 





CHICAGO HEIGHTS - DETROIT - EAST RUTHERFORD - LOS ANGELES - NEW ORLEANS - WACO 
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PAUL BUNYAN and his big blue OX typify the lumbermen’sspirit, doing 


the present job for all they are worth they view the future with confidence and courage. 
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“PRODUCERS OF WHITE PINE FOR THREE GENERATIONS” I 


THE RED RIVER LUMBER COMPANY 


MILL, FACTORIES, GENERAL SALES SALES OFFICES 
WE STWOO D, re A LIF ORNIA 360 N. Micnican Ave. 807 Hennepin Ave. 2709 Grano CentTRAL TERMINAL 





REGISTERED 


CHICAGO MINNEAPOLIS NEW YORK CITY 
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HERE’S MORE ABOUT THE | 
NEW WHEELER OSGOOD PRODUCT 


Wheeler Osgood craftsmanship 
has triumphed in full development 
of Tru-Sized Doors. This new 
product provides the building in- 
dustry with doors precision ma- 
chined to exact book opening sizes. 
No sawing, no planing is necessary 
to install a Wheeler Osgood Tru- 
Sized door. 








Here’s What TRU-SIZED Doors 
Mean to You! 


* Time saved on the job x Amazingly low cost 
* Tru-Sized Finished Edges * Greater Profits 
* Perfect Installation KSatisfied Customers 














— EASY TO INSTALL—READY TO HANG— WHEELER OSGOOD 
; TRU-SIZED DOORS available for all kinds of buildings pos el 


| 


, Dept. 8 
neeler Osgood Sale, Corp : -_ 
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I've never gotten far at 
keeping a diary, for mv 
doings haven’t seemed to me 
that important. So let’s call 
this an experiment in casual 
Washington contacts. 

To get the color of any 
Washington news, you need 
to keep a simple fact in 
mind. Something like this: 
Public business is not and 
can not be managed like 
private business. 

Both public and private 
business must adjust a thou- 
sand details in the process of 
fitting local factors into na- 
tion-wide operations. But, 
without laboring the point 
too much, remember that 
private corporations make 
these adjustments at the cus- 
tomer level; for in that field 
the customer is boss and has 
the final word. But Uncle 
Sam is both corporation and 
customer ; and, if the old gen- 
tleman is to co-ordinate his 
thousand projects in such a 
way that they do not destroy 
each other, he must make his 
adjustments at the govern- 
ment-agency level. 

Whatever else is involved, 








he We Me 


Shirt-Sleeve Survey 


by ROBERT Y. KERR 


this means an endless num- 
ber of consultations and an 
endless flood of talk. Except 
for top-drawer stuff, organ- 
ized as exactly as a mathe- 
matical formula and guarded 
as closely as the Treasury 
vaults, much of this business 


gets talked through to con- 
clusions at informal meet- 
ings. These conferences go 
on all the time; in govern- 
ment offices, homes, hotels, 
trains, parks, river front res- 
taurants, on the street cor- 
ners. Washington people are 


so engrossed in their work 
and in the factors that push 
it up or pull it down that 
when they meet they start 
talking on sight. If youre 
standing by, you get in on 
the performance. 

Don’t underestimate the 
value of this Capitol conver- 
sation. It’s as important to 
national business as party or- 
ganizations are to national 
elections. And no _ matter 
what you may think of poli- 
tics, politicians, bureaucrats, 
lobbyists and office holders, 
keep the fact in mind thut 
thousands of the country’s 
interesting and fast-working 
men and women are here in 
Washington. It’s quite a 
place for the innocent by- 
stander and his incidental 
encounters. 

Most of my own contacts. 
outside the industry, are 


casual and accidental. If 
youll accept these _ para- 
graphs as equally casual, 


without expecting them to bc 
a synoptic history of Wash- 
ington at war, we'll try the 
experiment.—RYK. 











UCH speculation about war 

and the pattern of the peace. 

A short time ago Mrs. Kerr 
and I were invited to a dinner at 
which a Senator was a fellow guest. 
No special reason why I shouldn’t 
tell you his name, except that I 
didn’t remember to ask his permis- 
sion. Enough to say that he’s a 
power in his own State and is much 
respected on the Hill. 

The Senator said in a matter of 
fact way that plans have been made 
with a large underground group of 
Germans, non-Nazis of course, to 
aid the British and American in- 
vasion of the continent. He didn’t 
consider this startling; for it’s well 
known that similar arrangements 
were made with the Italians. 

It’s not possible to know how 
numerous these Germans are or 
how much they can deliver. In 
earlier years, they’d probably have 
started a domestic revolution to end 
the war. But civilian mobs in these 
days don’t have a chance against 
soldiers equipped with artillery, 
machine guns, tanks and air power. 
But, if the Senator is right, it 
means that a considerable number 
of Germans know they’ve lost the 
war and want to surrender now. 

It’s important to know that these 
Germans want to surrender to Brit- 
ish and Americans and not to Rus- 
sians. Some Americans have feared 
that Russia might make a “soft” 
peace with Germany, at the expense 
of British and American interests. 
If this story is correct, it indicates 
that Germans don’t expect soft 


10 


treatment by the Russians; that 
they dread the Russian wrath above 
all other things. 

Note this fact in passing: When 
the Russians tried and executed the 
“war criminals,” the Nazi propa- 
ganda machine put out a blast of 
threats; but not against the Rus- 
sians. They threatened to try 
British and American prisoners. 
Well, from where we sit, this looks 
like an effort to shape German 
home opinion; a counterattack to 
create a storm of hate and fear 
against British and Americans and 
thus to choke off the urge among 
German citizens to surrender to the 
English-speaking armies. If the 
Nazi leaders can convince Hans 
that he has everything to fear at 
the hands of every enemy, he may 
keep on marching down the weary 
road of war. The truth about these 
speculations can’t be measured 
now; but they’re something to keep 
in mind as the invasion opens. 

Then, without indicating the 
source of his information, the Sen- 
ator added that peace terms have 
already been drawn up in broad 
outline and have been agreed to. 
As he sees it, these terms will be 
put into effect without a formal, 
full-dress peace conference. 

It’s something like this: Germany 
will crash first; and then the 
Asiatic war will continue for some 
time. With one war still going 
on, it’ll not be in the cards to hold 
a formal peace conference. But it 
will be necessary to disarm the 
German divisions, keep order, re- 


patriate prisoners of war, check 
disease, get crops planted, restore 
transportation, start the local ex- 
change of goods and bolster curren- 
cies that are now tied to the Nazi 
regime and that will be valueless 
when that regime blows up. There'll 
be a hundred pressing post-war 
problems that can’t wait. They’ll 
be managed according to set plans. 

By the time the Asiatic war ends, 
Europe will be at least started in 
this post-war pattern; a fait ac- 
compli, or whatever the diplomats 
call it. This accomplished fact 
in Europe will be a precedent for 
later Asiatic settlements. In any 
event the Senator doubts if there’ll 
be any formal, plush-horse, over-all 
conference like Versailles; with 
power politics trading across the 
board. Europe and Asia, or large 
areas of them, will be so prostrate 
that traditional diplomatic stuff 
will look like a ghastly joke. The 
United Nations will have to move 
too fast, just to keep millions of 
helpless people from perishing, to 
wait for ponderous conferences. 

“So,” the Senator said with a 
wintry smile, “if my esteemed col- 
leagues in the Senate look forward 
to an old-time field day, taking 
treaties apart and re-creating the 
world in their own image, I’m 
afraid they’re due for a shock.” 

My own interest in these specu- 
lations kept returning to the fact 
that the Senator is a rugged Re- 
publican and that he seemed to 
consider this informal reconstruc- 
tion a good idea. 
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AFTER THE WAR ? 





































®@ This much is sure—the successful farm. 


er is going to cut the cost of Producing 
livestock. He’s going to produce more Pigs to be made into farm fen 
Per sow, more milk per cow, more eggs _ fence is available now, but take good care 
per hen. He’s going to make better use of of your old fences. When war’s over, there 
Pastures, get bigger yields of grain and will be plenty of Continental fence to help 
hay, and Practice better sanitation. - you get the most from your land, and 
Enough good fences and buildings are TYL-LYKE steel roofing and Siding to 
the key to this kind of farming. Without give you better buildings at lower cost. 
enough good fence, you can’t take ad- 
vantage of profitable aftermath pasture, PRES 1944 ae RECORD BOOK 
You can’t hog down crops. You can’t ro« or «Arcee ng : ia jo, 
tate pasture. Without enough good build. Write for this handy pocket-size 
ings, you can’t put most efficient gains on 


stock, or protect stored crops. 


he government has released more steel 


ce sO more new 









today. Continental Steel 
Corp., Kokomo, indians. ” 


Only Continental 
has the PIONEER, 
It's semi-rigid, 
yet flexible to 
absorb § shock— 
the ideal knot 
for your fence, 





















SPECIAL NOTICE 


Your Continental dealer prob- 
ably now has Continental 
fence made to government 
specification. If you need 
fence, barbed 
him now. Soon as material re- 


strictions it, the familiar 
Flame-Sealed standard will 
reappear on all Continental 
livestock and Poultry fence, 


TYL-LYKE, newest 
steel roofing and sid- 
ing, will offer 4-way 
Protection against 
: a weather. It will bring 
ars Res s surer protection for 
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Mttend d | The annual conference season for lumber and building material dealers 


opens in earnest this month. Several of the smaller meetings have already 

e been held, one association has begun a series of regional conferences, and 

Retail three of the major meetings will be under way when this issue reaches 

some of its readers. Secretaries and association officers have realized 

( nierell _ for many months that the 1944 conferences will be among the most 
) Ce | important ever held. It is for that reason that even more than the usual 

| high degree of care exercised in drafting programs has been given to 


selecting subjects and speakers that will cover all of the multitude of war 


and postwar problems that are of first concern to dealers. 


It is realized by the builders of this year’s conference programs that 
dealers need first-hand information to help them in their double-barreled 
job of staying in business under wartime conditions and planning for 
rapid resumption of peacetime building when the progress of the war 
reaches a stage that will permit measurable relaxation of restrictions. It 
is not easy to produce a program carefully balanced between the dealer's 
dual responsibilities, and of sufficient practicability to be helpful. It is 
not easy for the same season that it is not easy for a dealer with empty 
or nearly empty lumber bins and sharply reduced inventories of many 
other materials to focus on satisfying customer demand, and at the same 
time plan for the day when his shelves and bins will be full, and his major 
effort once again channeled to merchandising. That is the dealer's job, 
however, and judging from the conference program outlines that have 
reached this office, the program makers have been successful in assembling 


subjects and presentations of vital interest. 


Whether or not the programs will be helpful to dealers in 1944 depends 
now on how heavily the conferences are attended. We believe that 
attendance should and will reach record figures. We believe that retail 


duced | lumber and building material dealers are working on a well defined 
ers, is | 
oofing. ; ; 

ates | | the same time prepare for peace, regardless of whether peace is a matter 


basis of war economy, and that the problem is how to stay there and at 


We be- | | of months away or years away. Attendance at the conferences about to 
; begin, and careful attention to and participation in the discussions can- 

not fail to be helpful. We urge that every dealer member of an asso- 

ciation, and every dealer eligible to membership in an association attend 


his State or regional conference. 


sles, Le 
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KEEPING THE HOME DESIRES BURNING 


PRIVATE JONES HAS A 
FOR PEACE 


PLAN 








® Building new homes is obviously 
something that the American people 

will have to postpone until after the war. 
@ However, there are no restrictions on 
planning new homes now. That’s why we 
are keeping these “home desires burning” by 
regular national advertising as shown here. 
@ The response from this advertising is most 
reassuring. From every state in the Union — 
even from members of the Armed Forces 

— come requests for copies of “Western 

Pine Camera Views.” The letters which 
accompany these requests indicate that 
home building will be one of the nation’s 
greatest activities when peace comes. 

@ The mills will be ready for this postwar 
demand for Western Pines. There will 

be plenty of timber. Future supply also is 
assured under the industry’s program 

for continuous production of forest crops. 
Pine mills will require no retooling or 
conversion but can start cutting for 
peacetime uses immediately after war 
requirements slacken or cease. And our 
Research Laboratory is constantly working 
to determine new uses, new values, 

and to improve the manufacturing 

and service of Western Pines. 


WESTERN PINE 
ASSOCIATION 


YEON BUILDING «+ PORTLAND (4) OREGON 


*Idaho White Pine *Ponderosa Pine 
*Sugar Pine 


*THESE ARE THE WESTERN PINES 
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Disturbing factor, as the year 
begins, is the state of the home 
front. Don’t take this too seriously; 
but don’t dismiss it too lightly. 


Editors and radio commentators 
are putting Americans over the 
hoops about strikes, rushes to re- 
convert to civilian-goods produc- 
tion, lack of perspective in Con- 
gress, efforts to bulge price ceilings, 
forgetfulness of the fighting war. 
Maybe it’s good for us. 


But this bassooning about our 
faults doesn’t do much to correct 
these faults. Simple fact is that we 
won the war, in our minds, before 
the fighting men won it in Europe 
and Asia. It’s been a kind of false 


armistice; and this is the morning | 


after. 


Americans, we hope and be- 
lieve, are picking up their tools; 
are ready to forget the premature 
celebration. The hard days ahead 
will see Uncle Sam’s nephews 
standing like the Rock of Chica- 
mauga. We haven’t won the battle 
of production, just to lose the bat- 
tle of common sense. 


Prediction for the new year is 
risky business. Here are a few, 
picked up here & there, made by 
analysts who have been reasonably 
right in the past. 


The wars in Europe and Asia 
are due to increase in intensity. In- 
vasion of Fortress Europe can 
hardly come, full scale, before early 
spring. Germany isn’t likely to quit 
until actually defeated by land 
forces on the Continent. 


Germany could be defeated, the 
first half of this year; more likely 
to happen the second half. That 
big American Army now looks like 
shrewd and necessary planning. 
U. 8. will have important help from 
her allies against Japan; but will 
have to carry the big load of the 
Asiatic war. 


Industrial change-back will get 
going before the wars end; in fact 
is beginning now, in a small way. 
Problems of the change-back will 
be tough; many of them unex- 
pected. War destruction in the bat- 
tle zones will be enormous; will 
affect American business, indirect- 
ly but powerfully, clear back to the 
grass roots. 


Victory-model idea— standard- 
ized civilian goods to be made by 
plants that reconvert early — finds 
little favor with the WPB. Officials 
think the models would not be pop- 
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A page of vital information 
and comment digested for 
busy lumber and building 
material executives. 


ular in the post-war period. So why 
tool for them at all? 


Truck prospects are not so good, 
due to increased Army needs. Army 
engineers think railroads in occu- 
pied territory will not be usable; 
hence the need for more truck 
transportation. 


Gas rationing will be tighter 
this spring. By fall, there should 
be some relaxing, except on the 
West Coast. Don’t expect much in- 
crease in tire supplies until later 
in the year. 


Forest Service warns against 
the cutting of smaller trees. Selec- 
tive logging involves more labor 
but is important for the future of 
the industry. Hard to make this 
warning effective, without supply- 
ing more labor. 


Cost of living is NOT likely to 
get out of hand. Analysts predict 
a rise of not more than five per 
cent. Organized pressure groups 
will get some wage concessions; 
unorganized groups will get few if 
any. Food is likely to be as plen- 
tiful as now, unless European re- 
lief needs mount unexpectedly. 


Disputes between concentration 
and retail yards in the South, over 
markets and sources of supply, 
continue hot. No immediate pros- 
pect of an official settlement. Lines 
of division between the two have 
become dim and uncertain. 


Conservation Orders M-361 and 
M-364, dealing with the control of 
southern pine and seven species of 
hardwood, have raised so many 
questions that the WPB has gotten 
out an interpretation to answer 
those most frequently asked. 


Nail kegs made of bilge sawn 
southern pine staves have been put 
under dollars-and-cents ceiling 
prices by the OPA; thus lowering 
prices in two zones, raising prices 
in two others. RMPR 342. 





Premium ceiling prices for air- 
craft-grade hemlock logs have been 
discontinued. Present balanced sup- 
ply position of aircraft lumber no 
longer requires selection and segre- 
gation of these logs. Amendment 
10, RMPR 161. 


Portable, prefabricated h o g 
and poultry houses have been re- 
moved from the regulation govern- 
ing manufacturers’ and wholesalers’ 
maximum prices for farm equip- 
ment. These buildings are now un- 
der GMPR, with a March, 1942, 
base pricing period. Amendment 11, 
MPR-246. 


WPB reports construction 
during ’43 fell but one-half of one 
per cent below the total scheduled; 
amounted to about seven and one- 
half billion dollars. The agency 
predicts a sharp reduction for this 
year. 


Black walnut logs have been 
limited by the WPB for the making 
of gunstocks and gunstock flitches. 
Estimated that the entire produc- 
tion during the first half of this 
year will be needed for those pur- 
poses. Logs not suitable for this 
type of manufacture will be re- 
leased for other uses. 


Freight car stock, common di- 
mension, and mine car lumber made 
of mixed hardwoods produced in 
the Appalachian hardwood region 
have been priced by the OPA. 
Maximum prices for the same items 
made of red and white oak, less $4 
a thousand. Amendment 16, MPR 
146. 


OPA has announced formulas 
for pricing white oak select car 
stock in lengths shorter than ten 
feet. This stock is used extensively 
in shipbuilding. Ceilings for three-, 
four- and six-foot lengths, same as 
for twelve-foot; for five-foot 


lengths, same as for ten; for seven- 
foot lengths, same as for fourteen; 
for eight-foot lengths, same as for 
sixteen; and for nine-foot lengths, 
same as for eighteen. 


15 


Winter is the 
FARMER'S 
Time to Plan 


The fact that snow blankets his 
fields and vegetation is dormant is 
no signal to the smart money-mak- 
ing farmer that he can lie a-bed 
until noon each day and spend his 
afternoons visiting with his neigh- 
bors. True enough winter is his 
relatively slack season, but it is 
slack only in the sense that the work 
that attends the raising of crops is 
absent. Everything else continues 
—stock feeding, milking, care of 
poultry, etc., and added to that are 
all the jobs for which there was 
no time during the growing sea- 
sons. 

These tasks include stump pull- 
ing, fence repairs, machinery re- 
pair, and (most important to the 
building materials dealer) repair 
and construction of various farm 
structures. 

The winter months provide the 
farmer with time to lay his plans 
for the coming season and to do 
some tall thinking about his produc- 
tion machine. That farmers do 
have some highly practical thoughts 
about farm buildings, and draw 
some pretty sound conclusions from 
them is demonstrated by the state- 
ments of farmers about their 
equipment reproduced on this page. 
Lumber dealers will do well to pay 
heed to these thoughtful observa- 
tions straight from the men who 
should know best what farm build- 
ings ought to be. 





Interviews courtesy of Farm Journal and Farmer’s Wife 
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Advertising Program That Links 


PAIRS and REMODELING 
With Regular Home Planning Series 


PTIMISM about home-building 

is spreading rapidly. For in- 

stance, J. H. Thomas of the 
Booth & Thomas Lumber Co., 
Springfield, Ill., declares: ““Now is 
the time for alert lumber dealers 
and lumber trade associations to 
plan for their share of the postwar 
domestic market boom that is sure 
to come.” 

He was discussing the unique ad- 
vertising program that Booth & 


CONSERVATIVE STYLE HOUSE 




















Patterned after the conven- » rangement of rooms in the sec 

ond floor . . . Fine generous 

Honal ‘hell type of house this rooms ate obtained with cross 
Plan places ‘the staircase at the 


ventilation—Robert L. Steven 
rear which gives a better ar- | son, architect 








YOU CAN REPAIR YOUR HOME 
LIKE THE HOUSE ABOVE 


There are no réstrictions on repairing your home. You can 
a6 much as you want. xeon com spond soveral hundred 
for new improvements and additions. 

Taeee debe, Con SUN Bo Finaneed By 


CALL FOR ESTIMATES 


BOOTH & THOMAS 


PEN EVENINGS BY APPOINTMENT 


DIAL es ELEVENTH AND MONROE Plenty of Parking Space 











Thomas have been conducting for 
several years—and, how that pro- 
gram has been shifted to meet cur- 
rent conditions. 


By agreement with the Illinois 
State Journal and Register, the 
Booth & Thomas advertising is 
placed directly below a regular syn- 
dicated feature that is published by 
that newspaper in each Sunday edi- 
tion. The feature itself consists of 
a house plan illustrated in perspec- 


FOR YEAR ROUND COMFORT 








This compact little house, 
with its efficient and conven- 
tent floor plan, is d-finite proof 
that good design and lo:; cost 
are not Incompatable. 

Although its appearance ts 
that of a small house, ample 
room is presented in the plan — yy 
which includes a good sized liv- 
ing room, two bedrooms - ‘ith 
adequate cross ventil-tion, a 
bathroom, kitchen and dinette. 


An Idea For A Duplex From Your Present 
House, With Some Shifting 


Take Advantage of the Housing Shortage 
Which Will Show Up in a Few Months, 
LISTS ARE NOW BEING COMPILED 
Is Your Place Ready To Take Up The: Slack And 
Bring You In Good Money? 


Call Us At Once. We Will Show You How It Can Be Done 


BOOTH & THOMAS 











tive along with floor plans and short 
descriptive material telling of the 
plan’s especial attraction. This is 
tempting fare for home-minded 
readers—particularly those who are 
planning to build or remodel at a 
not distant time. 

The program has been in effect 
for nearly 15 years through all 
sorts of business conditions—ample 
argument for its merits. Moreover 


PERFECT FLOOR PLAN 


eee ee ee 











Eleventh and Monroe Call 7865 Open Evenings by Appointment 





A TWO enmeantoctendl HOME _ 








It ts unusual to find in so 
smadl a house such excellent ar- 
rangement and design as here 
executed, coupled with a thor- 
vugh appreciation of the im- 
portance of detail. 

Features Of the plan are the 
provision for easy communica- 
tion between rooms afd inclu- 
“on uf an entry into the garage 
from inside the house. This can 
oe very convenient in unpleasant 
weather. 











The House Above Should Give You Ideas On Making 
An Apartment For Families Employed In 
Plants Over The City 
Without fc Down, You Can Make Your Present House 
Bring in Hundreds of Dollars Per Year 


ACT NOW, CALL 7865, FREE ESTIMATES 
WE TAKE CARE OF ALL DETAILS 


BOOTH & THOMAS 


Eleventh and Monroe Open Evenings By Appointment 
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This attractive Early Ameri- 


can exterior conceals a very 
comfortable five room home 
with large attached garage. 
Without altering the floor plan 
this same home can be given a 
modern exterior in brick and 
siding. Note the size of the liv- 
ing room. Much larger than the 


cozy fireplace 4nd early Ameri- 
can furnishings it leaves nothing 
to be desired in a modern 
American room with a colonial 
atmosphere. The dinette and 
kitchen are also exceptionally 
well planned. The large bed- 
rooms, strategically located on 
the second floor, complete a 
home that is not only beautiful, 


average, it offers the utmost in but exceptionally practical as 
comfort and liveability. With, a | well. 


NO MONEY DOWN ON 
REPAIR WORK ON YOUR HOME 


Keep your home in good repair. It pays big dividends In the 
end. We furnish materials, money and workmen, and you 
pay in small monthly payments starting when the job is 
finished. 
There are no restrictions on and no rationing on, 
materials to improve your home. 
Dial 7865 for Information 


TENTH AND MONROE STS. 


























the same idea can be worked out in 
any community by lumber dealers 
and their newspapers. Of course, 
any dealers using the plan should 
obtain exclusive rights on it from 
the paper in their particular com- 
munities. 

The good points of the Booth & 
Thomas plan are: 

1. It is in line with reader in- 
terest. 


2. It is consistent, appearing 


every Sunday. (Incidentally, Sun- 


17 












Note how these ads all "tie-in" 
with subject matter. 
is needed to tell the story. Copy 
is varied to keep it interesting 


Little space 


Baa COST” Lh 


































j The “low cost” cottage shown 
in the accompanying illustration 
is architecturally characteristic 
of historic houses in various sec- 
tions of the country, which have 
stood and rendered service for 
more than a century. It is sim- 
ple in style and homelike in 
appearance and the interior is 
modernly arranged 

The combined living room and 
dining alcove are commodious 
for a small low cost home. The 
convepient arrangement of the 
rooms assures step saving for 
the housewife. There is only one 
bedroom, but extra sleeping 
space is provided by the built- 
in daybed in the living room 
Plenty of closets are included 
in the plan 

In order to assure strength 
durability and economy in cost 














! and maintenance, the designer 
of this home specified that it be 
built entirely of quality south- 


ern pine, properly manufactured, 


seasoned and graded 





















Attention, War Workers 


REPAIR AND REMODEL YOUR HOME NOW— 
WHILE YOU ARE MAKING BIG MONEY 
There are no restrictions on how much you spend on your home. 
You can buy lumber for all kinds of repairing. 
CALL US FOR ESTIMATE—IT’S FREE 
We will finance the job. You pay in monthly installments. No 
carrying charge. We furnish materials, labor and plan: 
DIAL 1865 FOR INFORMATION 


BOOTH & THOMAS 


TENTH AND MONROE STS. 























SEVEN ROOM HOUSE 
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This house is for the family 
which requires plenty of room 
at low cost. If all the space is 
not needed immediately, first 
costs can be reduced by leaving 
the second floor wholly or part- 
ly unfinished. Until the bath on 
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DeCOmD FLcoR PLAN 


the second floor is finished, ac- 
cess from the second floor bed- 
rooms to the first floor bath is 
private and convenient. The 
stairway and rear hall are ar- 
ranged to provide circulation to 
any room without necessity of 
traversing another. 


You, Who Work In Any Plant Which 

Makes War Material Can Own the Home 

Above—Can Remodel Your Own Home 
Also Any Wage Earner Can Repair and Bulld An Addition 


MAKE YOUR HOME BRING IN ADDITIONAL INCOME 


BOOTH & THOMAS 
ra a FS EE rm re 











ROOMY COMMUTER’S COTTAGE 


There are plenty of inexpen- 
sive lots close enough to allow 
commutation every morning and 
evening, yet far enough from 
high land values to be bargain 
properties. 

This little home was designed 
for such a lot... and for eco- 
nomical living. it is so small it 
would cost very little to build 
and would be inexpensive to 
heat, yet it has enough living 
space to accommodate a family 
of two to four persons, ad 

Inside, the living room is ex- 
tremely large, considering the 
size of the entire house, and the 
dining room is spacious enough 
for all practical purposes. The 








bedrooms were designed to 








REPAIR YOUR HOME LIKE. THE 
HOUSE ABOVE 


‘New Addition If the Cost Doesn't Exceed $500. 
All These Jobs Can Still Be Financed By 
baa pa 


BOOTH. & THOMAS 


OPEN EVENINGS BY APPOINTMENT 
ELEVENTH AND MONBOB Plenty of Parking Seeee 











day is an excellent time for leisure 
reading. ) 

3. Since the ad is made up lo- 
cally, it allows flexibility in the ad- 
vertising message. 

To show this last advantage, the 
present situation in lumber retail- 
ing can be used for illustration. 
New-home-building for Mr. and 
Mrs. Average American is out; yet 
the ad copy is kept fresh ad timely 
by pointing it toward postwar 
building from accumulated war- 
time savings; or toward repairing, 
remodeling, and other home upkeep 
problems needing the services and 
materials of a lumber dealer. 


Creative Advertising 


With this type of advertising 
program the firm is not only help- 
ing itself through a very trying 
business period but is creating busi- 
ness for the days when restrictions 
are lifted. 

In former years Booth & Thomas 
headed their ad copy with the 
phrase “Build a Home Like the One 
Above”. Today, they are saying: 
“Repair or Remodel Your Home 
Like the One Above.” Further, 
there is no inclination on the part 
of this business firm to discontinue 
running the home-planning feature. 
They have faith in the future! 


A. R. Booth, who handles the ad- 
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Simple In its general line, but 
with @ touch of the modern, 
this house, represents economy 
both in construction and upkeep. 
Although economy is stressed 
primarily, the design presents a 
blend of desirable attributes— 
the arrangement of the four 
rooms, with all necessary utilities 
on one floor, furnishes the uf- 
most in efficiency and comfort. 

Note the possibilities for air 
circulation throughout the liv- 
ing room” made possible by the 








“open area” between it, the 
kitchen and the dining room. 


Plan 8 
With Basement 


FOR YEAR "ROUND INCOME, MAKE MORE SHELTER 

FOR WAR WORKERS OR CIVILIANS WHO ARE 

EMPLOYED IN WAR PLANTS SUCH AS OFFICE 

PERSONNEL, CLERKS, WATCHMEN, 
JANITORS AND LIKE 
We Have Everything It Takes to Get the Job Done— 
rial, Labor Money 
Make Use of Our Organization to Help You Free of Charge 
NO MONEY DOWN CALL 7865 


BOOTH & THOMAS 


Eleventh and Monroe Open Evenings by Appointment 











vertising for the firm, does con- 
siderable editing of mats submitted 
by the newspaper for their feature. 
He selects home plans that are suit- 
able for the Springfield area! 


Stone Houses Out 


For instance, stone houses are 
not suited for central Illinois resi- 
dences, They are ruled out. Most 
Springfield homes must be adapt- 
able to 40-foot lots. He culls out 
undesirable house types and chooses 
the type and design of residence 
that will reach the largest market. 


The floor plans included in each 
of the feature articles also catch 
the eyes of many persons. These 
floor plans are suggestive of re- 
modeling schemes, sun porch or sun 
room placement, basement dens and 
other types of home comforts that 
the lumber dealer can assist in pro- 
viding. 

Of course, from time to time, 
Booth & Thomas use their well-lo- 
cated ad space to feature seasonal 
merchandise or to announce changes 
in personnel and other pertinent in- 
formation about their business. 


Checking Inquiries 


That the ads are read is well- 
established by several checks. For 
one thing, the constant succession 
of “query” calls by telephone from 
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Springfield residents is positive 
evidence of the value of the ads’ 
pulling power. 

Interestingly enough, experience 
has shown that those persons plan- 
ning homes often cut the house 
illustrations and plans from the 
newspaper and save them for that 
day when their “home-building’”’ 
dreams come true. 


Conference Held 


When that time arrives, the lum- 
ber dealer who furnished the plan 
via the newspaper is called into 
conference. Armed with their news- 
paper plans and other clipped items 
from various sources, details of the 
new homee are effectively worked 
out together. 

Since the newspaper serves 
an area extending 60 miles from 
Springfield, Booth & Thomas often 
receive letters from customers out- 
side the trade area which they can 
profitably serve. 

In such instances, a nice reply is 
sent to the letter writer in which 
the prospective customer is thanked 
for the interest shown and is given 
the name of a lumber dealer near 
his home. 


Dealer Sent Copy 


A carbon copy of the Booth & 
Thomas letter is sent to the lumber 
dealer mentioned. Also, are given 


VISTINCTIVE IN TREATMENT 


ro 





Aside from its adaptability to 
most any site, fundamental 
economy of design is the chief 
attribute of this good looking 
house. 

One of the many features of 
this plan is the covered passage 
between the garage and house 
permitting easy access from one 
to the other. A large living room 
fireplace is likewise provided. 


wivwiabi 
The House Above Will Give You An Idea How 
To Remodel Your Present Home Into Flats, 
Duplexes, and Sleeping Rooms For War Workers 
We Can Furnish All Necessary Materials, Workmen 
And Money 
No Money Down. No Red Tape. 
3 Months To 7 Years To Pay 


Call 7865 For Particulars 


BOOTH & THOMAS 


Eleventh and Monroe Open Evenings By Appointment 
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the details of the “inquiry” letter; 
such as, name and address of party 
sending it in and the materials in 
which interest was shown. This 
procedure builds good-will all 
around not only with a competitive 
lumber dealer but also with the 
customer himself. 

The ads are also used as an edu- 
cational medium. To illustrate: at 
the present time these ads are used 
to inform the customers that ma- 
terials for repair work ARE avail- 
able. And—that the government 
wants homes and other buildings to 
be kept in good condition, even 
though there’s a war on. 

Many persons are under the im- 
pression that building materials 
are not available under any condi- 
tions and the ads serve as effective 
mediums through which to give 
them the proper information. 


Some Advantages 


The plan has many merits. It is 
educational; it is suitable for cur- 
rent advertising messages; it can 
be effectively used in preparing for 
future business. Above all when 
checked by various methods, it is 
shown to have really brought about 
desired results! 
desired results! It is the result of 
15 years’ experience by Booth & 
Thomas under all sorts of different 
business conditions. As such the 
plan deserves careful attention and 
study by every alert lumber dealer. 


PLEASING SMALL COTTAGF 





A pleasing feature of this 
small farm house design, one of 
@ series sponsored by the Na- 
tional Homes foundation, is that 
the kitchen receives light and air 
from three directions. The 
screened, rear porch, shielded on 
two sides by the house walls, be- 
comes almost another room and 
is so placed thet it costs less to 
build than a more open porch. 
The plan is arranged to permit 

| the fifth roomto be used either 
as @ dining room or bedroom. 
Direct access from this room to | bedrooms are ngeded, the kit- 











hall and kitchen relieve the liv- chen, living room, or rear porch | 
ing room of traffic. If three | all offer dining space. 


| RRO SNORE CE 
REMODEL YOUR HOME LIKE 
THE HOUSE ABOVE 


Spend a few hundred dollars now and assure yourself of 
an increase in your income in the future. 
OUR ESTIMATORS WILL SHOW YOU HOW 
TO INCREASE YOUR INCOME 


BOOTH & THOMAS 


Lumber. Paint, Plumbing ané Heating Material 
Tenth and Monrne Sis. TAAS Plenty of Pree Parking 
OPEN EVENINGS BY APPOINTMENT ONLY 











HIGH CEILINGED LIVING ROOM 
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adapts itself to any community. | Of main building, 35'6"x30°6". 
The high ceilinged studio livi Ceiling height first floor 80", 
io . h fe bs 1 : i Ceiling height second floor 78". 

‘om, with semi-circular stair- | Ceiling height basement 7'0". 
way and open balcony, I2nds an | Ceiling height living room 16'0”, 


In excellent taste, this home | kitchen cases. Dimensions: Size 


unusvally spacious air to the Total cubic contents, 23,900 cubic 
house. Builtin features include | feet. A five room house. No. 
bookshelves, breakfast nook and | 202-A. National Plans Service. 
ees 


YOU CAN BUILD OR REMODEL YOUR 
PRESENT HOME LIKE THE 
HOUSE ABOVE 


We Can Finance Right Here in Our Office 
DO IT NOW! 





For Particulars See 


BOOTH & THOMAS 


Lumber, Paint, Piumbing and Heating Material 
Temm and Monroe Sts DIAL 7865 Plenty of Free Parking 
OPEN EVENINGS BY APPOINTMENT ONLY 











FOR SMALL INCOME FAMILY 












This cottage offers an excel-* 
lent illustration of the principle 
that monthly rent payments can 
be used in buying a home of 
your own. 

This cottage is so Inexpensive 
to build that in spite of the fact 
that a family might be paying a 
currently low monthly rental, 
the purchase payments on the 
house, which no doubt will offer 
superior accommodations, would 
probably be still lower. This is 
an excellent newlywed house. 
The absence of gingerbread and 
decoration enhances its simplic- 
ity and charm and accounts for 
its low cost. 

The two floor plans at the 
right illustrate how the design 
may be used either with or with- 
out a basement, 

















Prepare Your House for Winter 
IT WILL PAY YOU TO BUY STORM SASH 
Save Fuel, Which Will Save Our Transportation System 
for War Goods 
Storm Sash Will Pay for Themselves in Three Seasons 
You Can Buy Replacement in Plumbing and Heating Equipment 
MAKE USE OF OUR TIME PAYMENT PLAN 
No Red Tape—All Details Handled in Our Office 


BOOTH & THOMAS 


Eleventh and Monroe Call 7865 Open Evenings by Appointmert 











The types of houses are carefully 

selected. Stone houses are ruled 

out for this particular section and 

attractive frame structures given 

the lead, with suitable messages 
on remodeling or repairs 






























































1944 Forest Harvest 
Tied to Overseas 


UMBER has had two emergency 
jobs within the global war emer- 


gency. The first is all but com- 
pleted, the second has_ scarcely 
begun. So heavy will be military 


demands for lumber and other 
wood products in 1944 that there 
is no reason to believe that any 
substantial additional amounts of 
forest materials will be routed to 
domestic civilian uses in the com- 
ing year. 

The lumber industry, in the last 
three years, has been dominated by 
four chief factors: 

1. Even before Pearl Harbor, 
the producing industry felt the 
impact of war domination when it 
was called upon to furnish the prin- 
cipal materials to create the basic 
United States military training 
establishment. 

2. By the time this establish- 
ment was near completion, lumber 
inventories no longer were impor- 
tant. They virtually ceased to exist, 
as current production felt the pres- 
sure of increasing demand. 

3. Even though the military con- 
struction program passed its peak, 
there was no letup. With no time 
lag for creating new inventories, 
military operations—as contrasted 
with military training—taxed the 
industry even more heavily. 

4. Through all this period, be- 
cause so many forest and mill work- 
ers had been drawn away by other 
war industries and by the military 
forces, adequate lumber production 
confronted such a manpower prob- 
lem that, in 1943, with a labor 
deficiency of nearly 25 percent 
production declined in the face of 
an ascending curve of packaging 
and other requirements. 

The fact that lumber is a versa- 
tile material, and can be directed 
into any one of the hundreds of 
war uses, caused it, at the start 
of the emergency, to be drained 
away from retail outlets faster 
than almost any other marketable 
commodity. This meant that retail 
lumber dealers were among the 
first community merchants whose 
activities were seriously curtailed 
by the war. 

But, because of this versatility, 
lumber merchants will be among 
the first to benefit from renewed 
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Combat 


by WILSON 
COMPTON 


Secretary-Manager 
National Lumber 
Manufacturers Assn. 


domestic demand in the normal 
civilian market. The product of 
the green chain and the dry-kiln 
can roll just as quickly to a build- 
ing site on Main Street as to a 
defense production center. The 
lumber merchant will have a head- 
start, while his neighbor, the auto- 
mobile dealer, is waiting for his 
factory to revert from tank or 
plane production to pleasure cars. 

Some men have believed that 
when the twin projects of housing 
troops and housing war workers 
were substantially completed, de- 
mands on lumber would have passed 
their peak. It is true that military 
and war plant construction in 1944 
will be only about 30 percent of 
such construction in 1942, for most 
of the barracks and factories are 
built. That is true, also, of most 
civilian war housing. 

But this conclusion does not take 
account of the gigantic task of 
maintaining fighting forces in the 
field, and this is a task to which 
we have scarcely put our shoulders. 
The Secretary of War recently 
pointed out that only about a third 
of American fighting forces have 
even started toward the various 
theatres of action. 

As I write, returns for 1943 are 
not all in. Yet it is apparent that 
military boxing, crating, and ship- 
ping alone will have used, in this 
one year, between 12 and 15 billion 
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board feet of luinber. This is be- 
tween 36 anc 45 percent of the 
total cut, actually substantially 
more, for this purpose alone, than 
the entire industry produced for all 
purposes in 1942. 

Boxing, crating and _ shipping 
lumber is the largest item, but 
other uses are on the increase, too. 
Some are large like the trucks and 
trailers, others small, but they all 
add up. In 1942, we produced three 
times the wooden ships that our 
yards turned out in 1855, peak year 
of sailing ship construction. Ton- 
nage was not as great, because of 
the large number of small combat 
craft, but in 1943, and probably 
also in 1944, this use of wood will 
be greater. Half the cellulose for 
our smokeless powder now comes 
from trees. I cite these instances, 
not because they are comparable to 
lumber in volume, but as indicative 
of the fact that the war will still 
need wood for a wide range of uses. 

The impact of war has brought 
lumber production to its highest 
peaks since 1929, and that despite 
dangerously serious problems of 
manpower. More than 36 billion 
board feet was produced in 1942, 
yet about one-fourth fewer men 
were employed in our sawmills and 
in the woods than in 1929, when 
substantially the same amount of 
lumber was cut. 

Despite heroic efforts of opera- 
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tors and employes alike, production 
has sagged somewhat in 1943. The 
result has been that demand has 
outstripped production. This is re- 
flected in further declines of lum- 
ber stocks to a new low. By Jan. 
1944, mill inventories of lumber 
will have dropped to little more 
than 4,500 million board feet, two 
billion less than in 1943. At the 
beginning of 1929, it will be recalled 
that mill lumber stocks exceeded 
11,700 million board feet. 

So it may readily be seen that 
1944 will be nip and tuck. When 
our armies in action overseas reach 
millions, we may expect demands 
for lumber and timber products to 
increase, rather than _ decrease. 
Lumber dealers generally may ex- 
pect no relief in lumber supply 
next year, unless our enemies col- 
lapse in a sudden and unforeseen 
debacle. There is no use pretending 
otherwise. Dealers have no choice 
but to continue in 1944 as they 
have in 1942 and 1943, using every 
available resource to hold their 
place in business against the time 
when, once again, they may sell 
lumber and building material 
freely. Most dealers have given 
a phenomenal exhibition of busi- 
ness resourcefulness under these 
difficult circumstances. 

For those who are able to bridge 
the gap, rewards promise to be 
great. Little ordinary private con- 
struction has gone on for two years 
—how much longer, we can only 
guess, though the Office of Civilian 
Supply, WPB, has predicted a sub- 
stantial recovery of ordinary build- 
ing within six months—but, be- 
cause of that very fact, we are 
approaching possibly the heaviest 
residential construction program 
yet undertaken. 

We will end the war with the 
most pressing housing shortage in 
history.- This deficiency is not en- 
tirely war-born. Even from 1920 
to 1930, when we built an average 
of 700,000 new homes a year, we 
scarcely kept pace with current 
needs. But, from 1930 to 1940, we 
fell behind. During those ten years, 
we built 2,700,000 new dwellings, 
yet we ended the decade with 4,- 
500,000 more non-farm families 
than we had in 1930. Here was a 
clear deficiency of 1,800,000 family 
units, taking no account whatever 
of losses by destruction or depre- 
ciation, or of farm needs, always 
one of our chief markets. 

This trend has been accelerated 
since then. In 1940, we had 200,000 
more marriages than in 1939. The 


(Continued on page 63) 
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Lessons learned in years of War 


Will be dealers’ aid in ’44 


For two years the war and the 
conditions imposed by war have 
been a very real factor in the busi- 
ness of the average lumber and 
building materials dealer. Dealers 
have watched their stocks become 
depleted and in many cases have 
tried in vain to replenish them. Yet 
most dealers have, through in- 
creased reliance upon ingenuity, 
maintained a sales volume that has 
produced a satisfactory income for 
their business. 

Warfare changed many of the 
rules in the game of business. The 
changed rules gave dealers an op- 
portunity to learn many new ways 
of doing things. They spotlighted 
facts about a business which the 
owner had previously never taken 
the trouble to ferret out. Conse- 
quently many dealers who are truly 
honest with themselves are willing 
to admit that two years of wartime 
operation have taught them many 
things about the management of 
their own business. Here is a com- 
posite of some of the things they 
feel will be a help to them in the 
guidance of their concerns through 
1944 and the coming years: 


“I, a lumber and building 
materials dealer, have 
learned through two years 
of wartime operation: 


1. “That although wartime govern- 
ment regulations are not always 
100 per cent practical, or crystal 
clear, or to my liking, I can by 
careful study, vigorous effort 
and rigid step-by-step adher- 
ence to their provisions, take 
care of the necessary demands 
of my community and maintain 
my business on a solvent basis. 


2. “That the lumber dealer who 
has always prided himself on 
being a ‘smart buyer’ doesn’t 
feel so smart today — that it 
pays dividends to treat lumber 
and building materials salesmen 
as graciously and with as much 
courtesy as customers are treat- 
ed. That the immediate gains 
of unjustified price haggling 
and sharp buying practices are 
more than erased when the 
salesman becomes top dog. 


3. “That pre-war truck operation 
was wasteful and in many cases 
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its cost was out of proportion. 
That careful planning of deliv- 
ery schedules can trim these 
costs and still supply almost 
equally satisfactory service to 
customers. 


“That the extra time required 
daily for careful record keeping 
is more than justified, and is 
especially appreciated at inven- 
tory time, and when income tax 
reports are due. That improved 
records are giving me a better 
picture of my business and are 
spotlighting points of ineffi- 
ciency and excess. operating 
costs. 


“That used or salvage lumber 
carries no stigma if properly 
handled in connection with new 
lumber. That if I do not soon 
make overtures to take on the 
sale of the used building mate- 
rials resulting from the demoli- 
tion after the war of temporary 
war buildings in my area, fly- 
by-night, shyster, speculators 
will snap up that material, play 
havoc with my established mar- 
kets, and skim off handsome 
profits that rightfully belong to 
me. 


“That merchandising and sales 
methods are not wholly the 
things on which a dealer’s suc- 
cess is built. That success de- 
pends equally on operating econ- 
omies. That economies are not 
always the things which cost 
the least. 


“That good employees are capi- 
tal assets with a worth to the 
business as great or greater 
than any physical piece of prop- 
erty the company owns. That 
as such they are worth protec- 
tion from the things that would 
rob them of their usefulness to 
the business. That they are 
worth the kind of treatment 
that makes them feel they are a 
part of the business — that 
makes them want to exert their 
best efforts in the company’s 
behalf.” 
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2Luizzing Outsiders About 


Our PAI NT Displays 


man’s shoes, how would you 
handle his show windows?” 

That, in brief, was the problem 
we set before several display men 
and women. 

It seems that every person has 
at least one good idea he or she 
is itching to try out in a different 
business. A lumber dealer, for in- 
stance, may be too close to his own 
business to recognize all the dis- 
play selling possibilities of paint. 
He may, on the other hand, see the 
shortcomings of the family grocer’s 
window display policy and be able 
to suggest ways of remedying them. 

Two men and one woman who re- 
sponded to our symposium had 
good ideas to contribute. The 
merit of these ideas may lead you 
to say to yourself, ‘““Now, why didn’t 
I think of them myself?” That is 
often the way with the simple fun- 
damental thoughts. Now that they 
are presented here, you may find 
them useful executed into actual 
working paint window displays. 


ot you stepped into another 


From a Furniture Display Man 


How A. J. Farrell of Hartman’s 
Furniture Store, Milwaukee, would 
display paint: 

“In treating a window display of 
this kind, I am sure that J would 
first ascertain to whom I am trying 
to convey the message. Is it the 
housewife-novice, or the man who 
does his own dabbings, or the mas- 
ter painter? 

“The first two consumers who 
freshen up the home with paint are 
interested in color and the simplest 
way of applying it. Instead of fea- 
turing cans of paint, I would reveal 
what a transformation can be ef- 
fected about the house or the speci- 
fic object. The ‘before and after’ 
would be the selling angle I would 
go after. 

“The professional painter and 
decorator, on the other hand, would 
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‘Distant fields look the 


fairest.”” Nevertheless, 


we can all get profitable 
ideas from that very 
human tendency to 
advise the other fellow. 


be interested in quality, price and 
time saved in applying to a given 
surface. This professional prospect 
would be addressed in a separate 
display. 

“If I were selling paint, and had 
two show windows or could divide 
a single window into two units, I 
would aim to appeal to the house- 
holder in one; and the master 
painter and decorator in the 
other.” 


From Woman Advertising 
Manager of Bank 


How Miss Ruth Pearse, advertis- 
ing manager, First Wisconsin Na- 
tional Bank, Milwaukee, would dis- 
play paint: 

“IT would use my window to show 
how various types of paint look 
when actually applied to a wall sur- 
face, woodwork or a piece of furni- 
ture. It is difficult to get the 
genuine effect by the small repro- 
ductions on color charts. 

“IT would show the types of paints 
and varnishes used for the specific 
parts of different types of rooms, 
by having an actual room set in the 
window, provided the window was 





large enough for such a setting. If 
not, I would resort to a screen, on 
which I would apply the paint or 
stain, supplemented by photographs 
of room interiors in which this 
paint work would be suitable.” 


From Department Store Display 
Man 


How H. Callister of Dieden Bros., 
Department Store, Skokie, Illinois, 
would display paint: 


“My job allows for a_ small 
amount of free lance work for 
neighboring stores in the non- 


competing class. Recently I did a 
paint display for a local hardware 
store. The subject being new to 
me, I approached it with a fresh 
viewpoint. I invented a couple of 
comedy characters, ‘Turp’ and 
‘Tine,’ in the form of life-size cut- 
outs at the centre of the black crepe 
paper background. ‘Turp’ was say- 
ing to ‘Tine’ by those strings of 
words run in the newspaper funny 
sheet technique, ‘Some stores sell 
any old paint, but we always handle 
only the best.’ 
“And ‘Tine’ chimed in with, 
‘Which is Blank’s very best?’ 
“T then built up the rest of the 
display in the accepted pyramid 
style with paints, varnishes and 
brushes. But the central idea—the 
comedy chaps—was in line with my 
plan to inject a human touch into 
what might otherwise prove dull 
handling of a technical subject.’’.. 
In summing up these three good 
ideas from two display men, and 
one woman, you will find it a broad- 
ening influence to gain the benefit 
of suggestions from outside sources. 
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A WOMAN 





SUCCEEDS 


IN LUMBER BUSINESS 


two factors that aided Mrs. Floyd 

Hunter, when her husband pass- 
ed away and she had to take full 
charge of his business—the Hunter 
Lumber Co., Tonganoxia, Kans. 
She knew nothing about lumber 
although she was a good account- 
ant. However, she set herself to 
learning details of a rather large 
stock and the best methods of mer- 
chandising that stock. 

First problem to confront her 
was price competition. She found 
that too many customers, in the 
rather large section she served, 
were influenced by the question of 
price alone. There were several 
cut-rate firms in other towns get- 
ting a slice of business that prop- 
erly belonged to her. So she be- 
gan to talk quality. When custom- 
ers would complain that her prices 
were higher, she did not lose her 
temper but talked to them calmly 
and logically. 

“T took illustrations from de- 
partment stores,” said Mrs. Hun- 
ter, “and showed the farmers or 
other customers that at so-called 
bargain prices, they were often 
sacrificing quality and durability. 
Then I’d bring back the compari- 
son to the lumber or building sup- 
plies. I’d point out to them that 
there are no defects, knot holes or 
big strips of resin wood in my lum- 
ber. None of the boards, drop sid- 
ing, flooring, even in the most 
ordinary stuff under my roof is 
warped, or presents a ‘disreputable’ 
appearance. I’d suggest they take 
a good look at all the stuff in the 
cut-rate lumber yards, then use 
their own judgment. 

“The method worked wonderfully 
and freed me from the worry of 
this sort of competition. The cus- 
tomer began to forget price as the 
sole factor and thought of quality, 
just as he would in buying a suit 
of clothes, or a watch. The time I 
have spent studying quality and 
types of all sorts of lumber and 
building materials I carry in stock 
is paying me the finest sort of div- 
idends. I can and do meet the 
competition of any dealer in the 
area. I can even tell customers the 
part of the tree the cheaper cuts of 
lumber are taken from, leading 
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Mrs. Floyd Hunter at her desk. 
assistant she runs business 


With one 


him to see the wisdom of buying 
quality in lumber, as he would in 
any other merchandise.” 

Mrs. Hunter faces the same war- 
time problems as any other lum- 
ber dealer in a similar area, but 
her methods of meeting and solv- 
ing these would make any man in 
the business sit up and take no- 
tice. For instance, she aims her 
merchandising efforts to reap a 
harvest from the advantages of the 
farmers’ priorities. 

The solution of getting building 
supplies, converted into new build- 
ings, or in the repair of old ones, 
has frankly intrigued Mrs. Hunter. 
“A pile of new lumber in a farm- 
er’s yard won’t do him much good 
unless he has two additional ele- 
ments to conversion,” she _ says. 
“First, there must be a carpenter, 
then the nails and building hard- 
ware, etc. Most farmers don’t trust 
their own skill in the matter of 
carpenter work, because they want 
a new building to look like some- 
thing when it is done. There’s 
where I come into this building 
picture. 

“While it is true that most of 
the young carpenters and cement 
workers are in the Armed Forces, 
or in Defense Plants, there are 
many older ones not in either serv- 
ice. Some had not worked for 
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HER FORMULA: 


“Not Intuition, 
But Hard Work 
and Knowledge” 


several years—well off, or just 
‘folded up.’ I got in touch with all 
of these I could find, and made a 
list of their names. Some of these 
older men are doing the finest sort 
of carpenter work, too. 

“Another angle to consider is 
builders’ hardware needed to put 
together a pile of lumber into an 
attractive building, with plenty of 
doors, windows, sliding doors, etc., 
essential to usefulness, as well as 
beauty. 

“There is another important 
point—the matter of cement to be 
converted into concrete floors, 
walls, foundations, etc. I have made 
the samé effort to discover good 
cement workers, as well as the es- 
sential laborers, as I have in the 
matter of carpenters. A good sale 
of lumber may be made even better, 
through the sale of a considerable 
number of sacks of cement. 

“Even in cement, I hold forth on 
the matter of quality, for there is 
a considerable difference in the 
quality of different brands of ce- 
ment, just as there is a vast differ- 
ence in various types of lumber. 
Formerly, many farmers erected a 
frame for a chicken house, gran- 
ary or other important building on 
a foundation of rocks, piled at the 
corners and at other places be- 
neath. 

“Part of my plan of selling in- 
cludes a good talk to each patron 
on the value of a cement founda- 
tion, which is more attractive, 
more dependable, and more lasting, 
than anything else. My work is 
bearing fruit, and many of my 
customers are now paying as much 
attention to the foundations of 
new buildings as to the super- 
structure. Some are actually mak- 
ing both floor and foundation of 
concrete. 

“One, indeed, has just finished 
putting an entire concrete floor in 
his large dairy barn, with a space 
of similar size outside converted 
into a platform of the same mate- 
rial. This customer listened to me, 
and now he says that the new type 
floor saves two hours work daily 
in keeping the barn floor clean dur- 
ing winter time, when dairy cows 
must be kept in through the cold 
nights.” 
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N one form or another, unsatis- 

factory business transactions are 

certain to occur at intervals. If 
such a prolific source of trouble and 
annoyance can be made instead to 
promote a better understanding 
and a more intimately friendly feel- 
ing between buyer and seller, it is 
surely worth a little thought and 
consideration to accomplish this! 


A Complaint Book 


A large firm kept what they 
called a “Complaint Book”. Any 
complaints received from customers 
were entered therein. After the mat- 
ter had received due investigation 
the “Explanation” was entered on 
the page opposite. In course of time 
this book tended to form a very 
interesting and instructive record. 

If, for instance, an employee’s 
name appeared rather frequently in 
these “explanations” it would be a 
proper subject for inquiry. It would 
not be assumed because of this that 
he was more careless than his fel- 
lows, even supposing all the com- 
plaints were justified. A worker’s 
lapses should be considered in their 
proportion to his work. Thus, if he 
fills, takes or delivers more orders 
than some of his colleagues, he is 
liable to make more errors, but 
their percentage may be less. 

The book was not intended to be 
as a sword hanging over every 
man’s head, nor was it generally 
regarded as such. If the employee 
concerned had a reasonable explana- 
tion to give he had the right and 
also the opportunity to do so, and 
see that it was properly recorded. 
More often than not, it was found 
that a slight alteration in some 
detail of routine was called for 
rather than censure of any indi- 
vidual. On occasion suggestions 
were invited from employees as to 
the best method of meeting some 
such problem, and a cash bonus 
awarded for the best solution. 

On the other hand, this firm 
found that certain customers were 
chronic kickers, and the frequency 
with which their names were asso- 
ciated in the complaint book with 
allegations of spoilage or shortages 
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led to a feeling that their own meth- 
ods of checking up on incoming 
goods were not free of suspicion. 
But all complaints, from the most 
serious to the least important, were 
entered, and received the required 
attention. As time went on it was 
interesting to note the number of 
complaints handled each year in 
proportion to the amount of busi- 
ness done, and the number and size 
of the orders filled during the period. 


Special Instructions 

While complaints are naturally 
unwelcome, they are sometimes not 
without their redeeming features. 
If, as the poet says, there is “good 
in everything,” then there must be 
an aspect of real value in these 
complaints from disgruntled cus- 
tomers. They often serve to point 
out where our business mechanism 
has missed a cog or two, or our help 
is inefficient, or where we ourselves 
have been asleep at the switch. 

For instance, a dealer did consid- 
erable business with large contrac- 
tors. Several of these customers 
had their own ideas about the way 
in which their bills should be 
rendered. One, whom we will call 
A. Jones, desired all his bills in 
duplicate. B. Smith wanted three 
copies, one mailed to his superin- 
tendent, one to his secretary, and 
one to himself. John Doe wished 
all bills mailed to his city office. 
Another customer refused to be 
bothered with bills below a certain 
amount, and if the charge was less 
it was to stand over till further 
purchases brought up the bill to the 
minimum amount. As their accounts 
ran into considerable figures it was 
thought worth while to humor their 
predilections. Besides these there 
were several customers who were 
accorded special terms and dis- 
counts. Much trouble was caused 
and many complaints were received 
because these important details 
were frequently overlooked. Bills 
were returned for correction, some- 
times with very unpleasant remarks 
attached, and no one seemed to 
know just what to do about it. To 
be sure, the billing clerk had notes 
of these clients’ requirements. 
These notes were written on cards 
and scraps of paper, and were 
pinned to the wall over her desk! 
The trouble was that every time she 
typed a bill she had to look over 


4) Those Disoruntled Customers 


all these memos to find out if any 
of them applied to the bill in her 
machine. This being practically im- 
possible on account of the time it 
took, memory was often relied upon: 
frequently with sad consequences. 
The remedy, which was found to 
work well in practice, was as fol- 
lows: It should be explained that 
in this office it was the custom to 
enter every order when received, 
on the customer’s special card in 
the file. So a rubber stamp was 
procured giving the impression of 
a star about half an inch in diam- 
eter, and the cards of all those 
customers who had given special 
billing instructions were “starred” 
on the corner. Whenever the clerk 
entered an order on one of these 
cards she noticed the star, and used 
the stamp to make a similar im- 
pression on the order itself. Thus 
all orders requiring special atten- 
tion when billing were readily iden- 
tified by the billing clerk. She would 
then refer to a small memo book 
with indexed pages to find out what 
the special instructions for that 
customer were. This book, of course, 
did away with the hodge-podge 
collection of scraps of paper, and 
incidentally, removed an eye-sore. 
But more important, it removed 
once and for all, what had been a 
source of irritation and annoyance 
both to the house and to some of its 
best customers. This particular 
plan might not fit in with the rou- 
tine of every office, but the point 
is this: When the frequent recur- 
rence of the same kind of slip or 
error indicates a point at which the 
human factor is likely to fall down, 
it is generally possible to concoct a 
plan to overcome the difficulty. 


Summing Up 


Try to see both sides of a com- 
plaint. Get your customer’s point 
of view as well as your own. 

Keep your own end up! Never 
let your customer imagine for a 
moment that imputations of care- 
lessness or worse are everyday mat- 
ters to you. If he is unreasonable 
or mistaken try to show him this 
in a tactful and pleasant manner. 

Use the opportunity to educate 
and inform your customer, so that 
he may have a better perception 
than before of the precautions 
taken against errors and everything 
that might lead to dissatisfaction. 
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E’RE just starting another 
W ve It’s a good idea to plan 
ahead—now. Suppose we just 
dismiss mental resolutions to do 
this or that, and instead compile es- 
timated figures covering sales, cost 
of sales, margins, expenses and net 
profit over the forthcoming year; 
in other words, plan a budget. 
Too many lumber dealers have 
never utilized this important phase 
of efficient management and even 
those who have adopted it are plan- 
ning their budgets the same as in 
prewar days. This is a practice that 
may blitz them into loss for the 
duration. Many have asked us, “Is 
budgeting necessary today?’’, as- 
suming that these turbulent times 
make it questionable. In reality, 
budgeting is more important today 
than ever before but it must be 
handled in a different manner. 


Budgeting Period Shortened 

Before the war, budgets were 
prepared in advance for semi-an- 
nual or annual periods. Now, with 
changes coming so rapidly, budgets 
covering the business as a whole, 
should not consider forthcoming 
operations for more than one month 
in advance. Dealers using annual 
or semi-annual budgets are finding 
their estimates practically worth- 
less as guides. Wartime regulations 
and frequent revision have _in- 
jected so many “jitterbugs” into 
business operation that short-term 
instead of long-term planning is 
necessary now. 

There is no harm, of course, in 
planning operations for the entire 
year so that you get an idea of the 
yearly volume you may expect, 
breaking down your figures into 
the cost of sales, margin, overhead 
expenses and net profit. In fact, 
this should be helpful because it 
provides a longer range objective 
to work to, but, at the beginning 
of each month, compute your work- 
ing estimates for that month. 

Before Pearl Harbor, the dealer 
who used a budget, geared all oper- 
ating elements to the sales figure. 
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Today, with money and jobs plenti- 
ful, he can sell all the material he 
is able to supply. Selling, there- 
fore, is a secondary consideration. 
The basis of budgetary computation 
should be reversed. It isn’t how 
much business you can get, but 
how much merchandise you can get 
to sell that should guide in estimat- 
ing potential sales and profits. 
Again, sales were geared high in 
prewar days, sometimes higher than 
the dealer hoped to attain. A fig- 
ure was set more as a goal, a mark 
to shoot at than as an actual sales 
expectation. The same reasoning 
should not be followed when setting 
up budgetary figures today. Be 
conservative. Figure low. What- 
ever additional items you can take 
on for re-sale or whatever allied 
lines you can acquire to replace 
sales of regular items cut by war- 
time restrictions, become that much 
“velvet” because you should have 
no trouble selling your offerings. 


Factors to Consider 

The monthly budget should be 
set up after considering the follow- 
ing factors: 

1. Sales for the corresponding 
month in 1948. 

2. Inventory at the beginning of 
the corresponding month in 1943. 

3. The prospect of getting addi- 
tional supplies. 

4. New regulations passed by the 
government that will “up” or 
“down” volume or profit. 

5. Overhead and margin percen- 
tages for the past 3 months. 

6. The estimated monthly tax to 
be paid on income. 

The sales for the corresponding 
month in the previous year are eas- 
ily computed from the sales rec- 
ords. The figures should be depart- 
mentized; likewise, all other budg- 
etary estimates covering overhead, 
net profit, ete. Heretofore, it was 
considered good practice when 
budgeting to take the average sales 
for the previous 3 to 5 years, but 
with volume restricted through 
shortages and wartime regulations, 











this is no longer acceptable. Make 
comparisons month-to-month with 
the previous year only and this 
method should be followed in the 
postwar period too because your 
experience figures of previous 
years can no longer be considered 
dependable. 


Inventory Figures 

Under present conditions, if you 
are budgeting for Oct. 1944, Oct. 
1943 sales would be taken as one 
yardstick to use in setting the 
quota. Then, you would take your 
inventory as of Sept. 30, 1943 and 
compare it with the inventory as of 
Sept. 30, 1944. Dealers who do not 
prepare profit and loss statements 
monthly or budget may not have 
monthly inventory figures for 1943 
against which to check. They can 
arrive at estimates by taking the 
last inventory figure shown on their 
books in 1948 prior to the month 
under consideration and the pur- 
chases to that month, then deduct 
the cost of sales to that month from 
the last inventory figure. 

To illustrate, if you are budget- 
ing for Oct. 1944 and your books 
show that the last inventory taken 
before Oct. 1943 was on June 30, 
1943, you will arrive at the com- 
parative inventory figure in this 
way. 

Tnventory as of June 30, 

Ee ee ee $25,000 
Purchases from June 30, 


1943 to Sept. 30, 1943... 10,000 





$35,000 
Sales from June 30, 
19438 to Sept. 30, 
1943 
Average Margin on 
SS suc avnceken 
Margin in dollars. .$ 5,400 
Cost of sales—$18,000 sales 
less $5,400 margin...... $12,600 





Estimated inventory as of 
sent. 30, 1948 .........06% $22,400 
In this computation, you must 
estimate the margin of profit made 
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on sales during the interim period. 
Your profit and loss statements 
and mark-up percentages will help 
you here. Remember that the fore- 
going figures provide only a rough 
estimate but an inventory for 1943 
computed in this way is better than 
a “guestimate” by far. From now 
on, however, every lumber dealer 
should budget monthly and esti- 
mate his inventory monthly. In 
this way, he will be compiling de- 
pendable comparative figures for 
the 1945 budget and have a current 
month’s inventory figure available 
for the 1944 budget and profit and 
loss statement. 


Sales Quota 

With the last year’s sales for 
Oct. 1943 and inventory figure as 
of Sept. 30, 1943, you can set a 
sales quota for Oct. 1944 using a 
comparison between the inventory 
of Sept. 30, 1943 and Sept. 30, 1944 
as the base. For example, if inven- 
tory on Sept. 30, 1943 was $12,400 
and inventory on Sept. 30, 1944 is 
$9,300 in one department, this rep- 
resents a 25 per cent decrease, so 
estimate your sales for Oct. 1944 at 
25 per cent less. If you have mer- 
chandise coming in that may be 
sold during the month, you may in- 
crease your October sales quota ac- 
cordingly. In other words, if 
inventory has decreased, your 
chances of selling merchandise will 
be that much less and your sales 
budget for that month should be 
correspondingly decreased. Then 
too, inventory on the decline is a 
warning to economize in some way 
to make up for the decrease in vol- 
ume and profit. 

Budgeting with inventory as the 
base gives the dealer a better per- 
spective on business possibilities 
these days. He isn’t kidding him- 
self about wartime prospects. Budg- 
eting with sales as the base today is 
like an ostrich hiding his head in 
the sand. This is particularly true 
if the dealer sets his quota high, as 
some are doing in order to cover a 
high overhead that is hard to cut, 
because it contains too many fixed 
charges. On the other hand, if in- 
ventory shows an increase, the 
dealer knows he has an opportunity 
to increase volume and can plan ac- 
cordingly. 

Plan your increase or decrease on 
sales for the current month in line 
with inventory increase or decrease 
as shown by comparison month-to- 
month with previous year inven- 
tories, taking into consideration 
whatever additional stock is likely 
to come in during the month—but 
be conservative in your estimates. 
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The foregoing computation 
showed how to estimate your inven- 
tory as of any month in the previ- 
ous year if you had not taken a 
physical count at the end of that 
month. But how can the dealer fig- 
ure his inventory as of Sept. 30, 
1944, if he has not taken a physical 
count. Start in Jan. 1944 or from 
the last inventory date and com- 
pute a monthly inventory this way. 
Inventory at cost Dec. 31, 








Ee Ee RE $5,000 
Goods purchased in Jan. 1944 

a oierch so ea kee 1,000 
Ee $6,000 
Cost of sales during Jan. 

EE Sib Sos eee hens 1,250 
Estimated stock on hand Jan. 

ee eee 4,750 
Goods purchased in Feb. 1944 

 bi4-26 bees ocicalnnns 1,750 
errr $6,500 
Cost of sales during Feb. 

Re a eS: 1,000 


Estimated stock on hand Feb. 
2G, 1944 GE CORE... 2 .000-- $5,500 


Continue this method of compu- 
tation throughout the year and you 
can come pretty close to determin- 
ing your inventory on Sept. 30, 
1944. Even if you do not budget, 
it is wise to start computing inven- 
tory in this way from now on to 
note the trend and have a reason- 
ably accurate estimate to use on 
the monthly profit and loss state- 
ment, which is another important 
tool of trade today. 

The alpha and omega of record- 
keeping are the budget and profit 
and loss statement prepared 
monthly. Without their guidance, 
you may be pretty far a-sea and not 
realize it. Your budgetary figures 
should be checked each month 
against actual performance and you 
can’t determine monthly profit un- 
less you have an inventory figure. 
That is why you must estimate with 
the foregoing formula or take a 
physical count monthly. Even when 
manpower was plentiful, unless in- 
ventory was very small, this was 
impracticable, but the foregoing 
formula will estimate your stock 
with reasonable accuracy and show 
you which way you are heading on 
profit or loss. But, remember to 
start this computation with a phys- 
ical inventory; also, check the esti- 
mated inventory at least once 
yearly with a physical count, ad- 
justing the books to agree with 
same. 


Salvage Lumber 


Address Salvage Editor, American 
Lumberman, 139 N. Clark St., Chicago 
2, for further information. Please men- 
tion item number. 


Available 
189 
Have available about two car- 
loads of miscellaneous used timbers 
ranging from 6x6 up to 12x16. 
Lengths run from six to 16 feet. 
Can furnish carloads if taken ran- 
dom size and random liength, but 
only small quantities where sizes 
are specified. Would be especially 
useful for blocking or similar pur- 
poses. Kansas City, Mo. 
190 
We have available a considerable 
quantity of dowels measuring nine 
inches long by 134 inches in diame- 
ter. They are bored at both ends 
to a depth of approximately two 
inches. Aldenville, Pa. 


191 
We can supply about one car of 
black walnut, 2%x2% in lengths 
12 to 36 inches. Also some pieces 
214x6x6 inches. Newark, N. J. 
Wanted 
192 
Can use carload lots of clear S28 
ponderosa pine shorts in delivered 
size 7gx21x18 inches. This is mini- 
mum size, can use larger pieces. 
Chicago or LaPorte, Ind. 


193 
Want hard maple, elm, black gum, 
dogwood, locust, hickory, white or 
live oak in 2x2 squares, ten inches 
long or in multiples of ten inches. 
Roxbury, Mass. 


194 

Need 30,000 pes. 2x8, 284% to 60 
inches long in clear or select No. 1 
white or yellow pine or equal stock. 
Also need 15,000 pes. same specifi- 
cations in 2x12’s. In addition need 
60,000 pes. 6/4 stock (any softwood 
clear, or No. 1 select grade) in full 
four inch, 28% inch and 30% inch 
lengths. Kansas City, Mo. 


Service Similar to A.L's 
Salvage Department 


About 256° -.mber and_ building 
materials dex i. midwestern states 
are on tie ma...g list of the “Ex- 
change Desk,” a mimeographed bulle- 


” 


tin which lists “wants” or “offers” of 
lumber, machinery, and all types of 
building materials. It follows the pat- 
tern set by the American Lumber- 
man’s “Salvage” department. 

The service is operated out of De- 
troit, Mich. Those desiring to have 
their names added to the mailing list 
may do so by writing to the Salvage 
Editor of the American Lumberman. 
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Forest Products 
Form 
Air Corps Backbone 


Upper group of photos: Top, left: Fighters in the 
sky or on land must be physically equipped to meet 
the rigors of warfare. This body building equipment, 


part of an obstacle course, is all wood. Top, right: 
Scene in the Air Service Command’s “lumber city” in 
Spokane, which is typical of ten other major air 
depots. Lower right: These two women attended one 
of Air Service Command’s training schools in wood- 
working and now do a skilled carpenter’s job well. 
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Lower group of photos: Top, left: Wood hangars at 
Spokane Air Service Command are similar to others 
built by this service throughout the nation. Center, 
left: Everything that goes overseas to keep the na- 
tion’s airmen flying is crated in wood. These are ready 
for shipment. Bottom, left: Warehouses throughout 
all Air Service Command installments are of wood. 
Right: Bins housing 500,000 airplane parts are also 
huilt of wood such as these at the Spokane Air Depot. 








Farm Lumber 


Special Services Memorandum (Con- 
struction 34), of WFA, continues the 
AA-2 farm lumber program through 
the first quarter of ’44. This takes 
the place of all former memoranda in 
that field; and since the program is 
likely to be of growing importance to 
retailers during this quarter, it war- 
rants some extended comment. 

The amount of lumber authorized 
for the quarter is two hundred million 
feet. Of this amount, a hundred and 
seventy-five million feet have been as- 
signed to State quotas, and the re- 
mainder is held in reserve. A good 
many States have received no quotas; 
due to the fact that up to date these 
omitted States have made little use 
of the program. It is probable that 
some of these States will find it neces- 
sary to apply for quotas, since get- 
ting stock is likely to grow tougher 
these coming months, and the reserve 
will be used to help them out. The 
North Central Division gets the larg- 
est share; a hundred and twenty-eight 
million feet. Iowa has the largest 
State quota, twenty-three and a half 
million. The New England States 
and the States in the East Central Di- 
vision are assigned none at all. Only 
Oklahoma and Texas, of the Southern 
Division, are given quotas. If States 
without assignments want to get in on 
the program, they may appeal for 
allotments through their State War 
Boards. 

Construction, maintenance and re- 
pair of farm dwellings are not in- 
cluded in the program. But the 
NRLDA is of the opinion that lum- 
ber for farm dwelling construction 
within the limits of L-41 and for 
maintenance and repair can be certi- 
fied, if a need can be proved for hous- 
ing farm labor. 

The setting of country quotas is 
left to the option of the State War 
Board. The ten percent direct dealer 
certification, part of the earlier regu- 
lation, has been abolished. All future 
AA-2 ratings will be released through 
certificates issued to farmers. 

One of the important changes per- 
mits sales up to 500 board feet to be 
made and SL-200 applications to be 
submitted after making delivery. As 
we understand it, these assignments 
are more or less automatic; and the 
dealer can file a number of post-deliv- 
ery applications at once, instead of 
being required to have specific authori- 
zation for each in advance of sale. 
This works out all right if the dealer 
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is able to supply these small orders 
out of inventory. 

While the memorandum isn’t too 
specific, it is understood that there 
will be no objection in Washington if 
the dealer determines that a given 
sale for more than 500 feet is for an 
approved use and gets County War 
Board approval by telephone or by 
mail. The WFA seems inclined to ap- 
prove simplifications, worked out 
locally, if the lumber goes to neces- 
sary and approved farm uses. 


The farmer should apply to the 
Committee in the county in which he 
intends to use the lumber; but he may 
buy from his usual supplier, even 
though this dealer is in another county 
or even in another State. The cer- 
tificate must be used within ten days; 
else the farmer must return it to the 
Committee that issued it. 


Renegotiation 


It looks at this writing as though 
the pending Senate amendments to 
the renegotiation law will not make 








American Lumber- 
man's Washington Editor, 
Robert Y. Kerr is begin- 
ning a new column, 
Shirt-Sleeve Survey, in 
this issue. Turn to page 
ten for some mighty in- 
teresting, informal read- 
ing. 

















the grade. This is a disappointment; 
for the amendments are of special im- 
portance to the lumber industry. 

Renegotiation is complex. No ques- 
tion about that, and this page doesn’t 
claim to know too much about the 
subject. The basic idea is simple 
enough. Uncle Sam had to let a lot 
of contracts, right now, couldn’t know 
costs, couldn’t possibly figure them out 
in advance. The law is an arrange- 
ment for reviewing contracts after the 
facts are avaXable. The objective is 
all right, but the method of reaching 
it has weighed in with some unex- 
pected by-products. In our industry, 
for example, the law has been an open 
invitation to by-pass Uncle and his 
lumber needs. 

Henry Bahr, Chief Legal Counsel 











of the NLMA, mentioned a couple of 
hypothetical cases. 

Here’s a producer who wants to pull 
his full weight in the war effort. He 
knows that Uncle wants boards; so 
he cuts boards, at extra operating 
cost and at the price of lowering the 
level of his timber values by select- 
ing and cutting superior trees. His 
sales to the government are closely in- 
spected for grades. He sells at the 
ceiling. But, when he thinks he’s all 
fixed up, he’s still subject to a re- 
view of his profits. 

Here’s a second producer who man- 
ages to sell little if any to the govern- 
ment. He cuts timbers, in the main; 
sells what boards he does cut to 
civilian buyers. These civilians are so 
anxious to get stock that they don’t 
look too closely at grades. While the 
stock is sold nominally at ceiling 
prices, the mixture of off-grade means 
actually that it brings higher than 
ceiling prices. This producer is not 
subject to renegotiation. The co-oper- 
ative man takes the rap, coming and 
going. It’s a strain upon patriotism, 
an unjust situation that the govern- 
ment should not continue. 

Mr. Bahr states that producers 
could not and would not object to a 
legal pattern, whether it’s renegotia- 
tion or recovery of excess profits or 
any other combination of laws, that 
equalized returns at a_ reasonable 
level. But so long as these inequities 
continue, just so long will producers 
be reluctant about dealing with the 
government at all. Many of them do 
it anyway, because they know the war 
effort calls for lumber. But it’s neither 
just nor smart for the government to 
maintain an apparatus that skins the 
co-operative patriot and allows the 
Devious Dick to get by. 

Congressmen have an answer. They 
say that the excess-profits law will 
catch the shifty operator. But, if this 
law is so good, why not rely on it 
wholly and drop renegotiation? 
Clearly in the opinion of Congress, 
the excess-profits device as now set 
up isn’t so good. Doesn’t this suggest 
something to the honorable legisla- 
tors? 


Timber Taxation 


The Senate Finance Committee, 
meeting in executive session about 
the middle of December, accepted 
some amendments to the tax laws as 
they apply to standing timber. So far 
as this page knows, these amendments 
have not been announced publicly, but 
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they’re said to be wisely drawn and 
apparently have a good chance of 
being enacted into law. 

“This will be more than a tax law, 
if it’s enacted in the present form,” 
says one leader of the industry. ‘In 
the past, Congress has looked upon 
such legislation too exclusively from 
the point of view of raising revenue; 
has not considered the fact that taxa- 
tion, poorly drawn, can destroy an 
industry for no good purpose. The 
amendments set up a basic charter 
for sound and creative forestry prac- 
tice; will encourage timber owners to 
protect, replant and develop their 
holdings.” 

One of the inequities under the old 
law is the fact that an owner who sells 
his timber outright on the stump pays 
a smaller tax on his gains that he 
would be required to pay on the same 
amount of profit, if he cut and manu- 
factured the trees into lumber. A 
witness, appearing before the com- 
mittee at an earlier hearing, pre- 
sented figures to prove this point. If 
an owner makes $150,000 profit by 
selling timber on the stump, he’s re- 
quired to pay a capital gains tax of 
$37,500. If he makes the same amount 
of profit by harvesting and manufac- 
turing his own timber, he’s required 
to pay a tax of $107,512. That’s a 
heavy penalty on manufacture. A 
quite similar inequity shows up in 
small transactions. 

Development expenses incurred in 
gas and oil fields are deductible from 
gross income. Development expenses 
incurred in Forest holdings, for plant- 
ing, pruning, thinning, building trails, 
roads, fire lanes and the like, under 
the old law, may not be written off as 
current expense. 

Taxation of standing timber, like 
renegotiation and the recovery of ex- 
cess profits, is complicated and diffi- 
cult. It has to be right, otherwise is 
unfair either to the owner or to the 
government. It can be unfair to both, 
by hampering and destroying sound 
forestry practice. The NLMA has done 
years of hard work in the tax reform 
field. 


"A Practical Forest Farm" 


Colin G. Spencer, Carthage, N. C., 
has printed a booklet of sixteen pages, 
consisting of photographs and text, 
describing the reforestation and fire- 
protection work done on a tract of a 
thousand acres in the South. This is 
one of the most striking stories of 
turning worn-out and abandoned farm 
land into productive forest that has 
ever come to our attention. The aver- 
age annual growth per acre on this 
farm, after twelve years of practical 
forestry work, is approaching three 
hundred board feet. It’s a picture 
story of what can be done. We under- 
stand that if you want copies of the 
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booklet, for your own information or 
to help promote forest farming, the 
A. F. P. I., 1319 Eighteenth St., N. W., 
Washington, D. C., will help you get 
them. 


Small-Mill Production 


Efforts to up lumber production, 
especially in smaller southern mills, 
still whang away. This page is em- 
barrassed about mentioning the mat- 
ter since most of the business goes on 
behind closed doors. Occasionally the 
casualties get carried out and interred 
in the files. One of these was the pro- 
posal to increase ceilings by $5. It 
seems to be the old story of trying to 
write an across-the-board regulation 
for an industry so infinitely varied 
that a rule which would work all right 
in one sector makes war millionaires 
or war paupers in other areas. 

This page talked with C. L. Stevens, 
Director of Operations of the SWPC, 
a few days ago. Mr. Stevens, whose 
specialty is small businesses and who 
has made an immense personal repu- 
tation as an industrial engineer, thinks 
the small mills with a little help could 
make up the deficit in lumber produc- 
tion. Southern production is said to 
be about 20 percent below the planned 
amount; but national production, if 
the official figures are correct, is only 
about eight percent below the budget 
for the year’s total. 

Mr. Stevens thinks it’s chiefly a mat- 
ter of manpower; and this of course 
has a bearing. He says that 20,000 
more woods workers would do the 
trick, and he has an acquisitive eye 
on those Italian prisoners of war. But 
here you get into an endless run- 
around. Washington says it’s up to 
Corps Area Commanders, and the 
Commanders say they can’t move 
without orders from Washington. 
Rather clearly the authorities are re- 
luctant to do anything with the P-W 
boys except to feed them and keep 
them from running out. Officers who 
would face machine-gun fire, as a mat- 
ter of course, get as white as a bled 
gander over the idea of a tree falling 
on a P-W or of his sitting inadvert- 
ently on a double-bitted axe. Maybe 
they’re right about it. For that mat- 
ter, small-mill operators don’t feel so 
good when they think of those war 
prisoners running around the woods. 
The Army caught them, so let the 
Army look after them. 

Industry men say the _ small-mill 
troubles are too complex to be fixed 
up with any one set of tools. Plenty 
of the small mills are the No. 2 indus- 
tries .on farms, get operated only 
when farming slacks off. If there’s 
labor enough to run the farms, there’s 
generally enough to run the saws; 
though this doesn’t always follow. 
Part of the trouble is ceiling prices; 
but the boys could generally make 
out with the prices, if that were all. 
Part is this reporting stuff. They’ve 


never kept books. Bookkeeping is for 
banks. The retail dealers pay them 
on Friday for the dimension delivered 
that week. They pay the hands on 
Saturday, and if there’s anything left 
they deposit it in the overalls pocket. 
Wages and Hours men come around 
and scare the pants off the already 
agitated coffee-pot industrialists. The 
RFD delivers another bushel of forms 
to be filled out; fourteen copies of 
each. By that time the peckerwood 
magnate sees his duty and does it. He 
pulls the switch, fades into the twi- 
light and shows up next morning with 
a job in a war plant. The little mills 
could take up a lot of slack in lumber 
production, but it isn’t too clear that 
another crop -of Washington regula- 
tions will make the boss men want to 
do it. 


WPB Reports Lumber Production 


Lumber production during July to- 
taled 3,017,140,000 board feet of which 
2,384,258,000 board feet were soft- 
woods, and 632,882,000 board feet 
were hardwoods, according to esti- 
mates by the WPB Lumber and Lum- 
ber Products Division. July figures, 
which show a 0.7 percent increase over 
those for June, bring total production 
for the first seven months of 1943 to 
18,968,437,000 board feet. 

In the South the largest producing 
region, production rose five per cent 
over the June figure. The increase is 
attributed largely to increased cutting 
of hardwood, favorable weather and 
logging conditions in the swamps and 
bottomlands, and successful efforts 
among hardwood producers to meet 
urgent crating and other government 
requirements for hardwood lumber. 

Total eastern production for July 
was 1,605,555,000 board feet, an in- 
crease over June of 2.8 percent. Pro- 
duction by Eastern regions with per- 
centage changes from June was: 
Northeast, 157,363,000 board feet, 10.1 
percent decrease; Appalachian, 187,- 
633,000, 10 percent increase; North 
Central, 48,348,000, 4.4 percent de- 
crease; South Central, 71,493,000, 6.3 
percent decrease; Lake States, 88,- 
100,000, 2.7 percent increase; South, 
1,047,711,000, 5 percent increase; and 
Prairie, 4,907,000, 14.1 percent de- 
crease. 

The sharp decline of 10.1 percent in 
the Northeast is attributed to the 
usual seasonal shutdown for farming 
principally for haying in New Eng- 
land. 

Western production in July totaled 
1,411,585,000 board feet, a decrease 
from June of 1.5 percent. Break 
down by regions was: North Pacific, 
979,997,000 board feet, 3.8 percent de- 
crease; South Pacific, 246,215,000, 1.7 
percent decrease; Northern Rocky 
Mountain, 130,527,000, 17.5 percent in- 
crease; and Southern Rocky Moun- 
tain, 54,846,000, 2.9 percent increase. 
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DODGE AMBULANCES (above) were a familiar 
sight on French battlefields in World War I. 
Again today, thousands of Dodge-built Ambu- 
Jances are serving our fighting forces. Below, 
one is being loaded at a north African port. 
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DODGE-BUILT TRUCK, affection- 
ately christened “‘KATH- 
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' on the Italian mainland be- 
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We specialize in 


PONDEROSA 


PINE 


LUMBER 
CUT STOCK 
MOULDINGS 
BOX SHOOK & 
SPECIAL MOULDINGS 


ALSO industrial lumber 
and ladder stock. Try us 
out on your next inquiry. 


Hemlock 
Douglas Fir 
Sitka Spruce 
Port Orford Cedar 


Pine Saw Mills ... . 
Box Shook Factory . . 


* 
ADDRESS ALL CORRESPONDENCE TO 


Ralph L.Smith 


Lumber Co. 


1635 Dierks Bldg., Kansas City, Mo. 





"PHONE VICTOR 4143 
Member of West Pin: 
Stember of National fp, = 


$2 





Canby, Calif. 
Alturas, Calif. 
Moulding Factory . Klamath Falls, Ore. 
Re-Manufacturing Plent . Eigin, Ore. 


Official Interpretation of M-361, M-364 


WPB issues statement on Southern Pine & Hardwood Orders 


The following official interpretation 
in question and answer form is issued 
with respect to Conservation Order 
M-361 and M-364: 

1. (Par. @) Gy) 

Q. The order applies to all grades 
of lumber of the species mentioned, ex- 
cept shingles, lath and cross ties. Does 
this include as “restricted lumber”: 

(a) Rough edgings, trims and off- 
fall produced in a sawmill or planing 
operation? 

(b) Lumber worked to standard pat- 
terns such as flooring, car siding or 
beaded ceiling? 

(c) Lumber worked to special pat- 
terns or into specialty items, such as 
interior trim, cut stock for sash and 
doors, box shook, bed slats or special 
patterns of siding? 

(d) Mouldings, 
series patterns? 

A. (a) Yes. Any product of the log 
which results from a regular sawmill 
operation is restricted lumber under 
the terms of the orders, and a producer 
must receive authorization to sell or 
use any material so produced. 

(b) Yes. Lumber worked to any 
standard lumber pattern listed in any 
standard grading rule book, is con- 
sidered restricted lumber under the or- 
der. A producer may manufacture lum- 
ber to any of these standard patterns 
without authorization, but must re- 
ceive authorization before making de- 
livery of any such lumber. 

(c) No. Lumber worked to any spe- 
cial pattern or into any item other than 
the standard lumber sizes and patterns 
is considered under these orders as a 
fabricated product made from lumber 
rather than as a regular lumber item. 

(d) No. All mouldings, including the 
standard patterns, are regarded as fab- 
ricated products and not lumber, as 
stated in (c) above. 

2. Q. With regard to the items in 
(c) and (d) above, how will the manu- 
facturer of these specialty items get 
his lumber? 

A. The manufacturer of any of these 
products, including moulding factories, 
millwork plants, box factories, or any 
other cut-up plant, whether a sepa- 
rate concern or operated in connection 
with a sawmill or a.re-manufacturing 
plant of a producer, will apply on Form 
WPB-2720 for permission to receive a 
delivery of restricted lumber, and may 
then use the lumber in making the 
products indicated on the application. 
In granting approval, the administrator 
sometimes adds further restrictions. 
The products thus manufactured may 
be sold to any other person without se- 
curing an additional authorization for 
delivery. 

3. Q. Is hardwood flooring “re- 
stricted hardwood lumber,” or is it a 
special fabricated product? 

A. It is “restricted hardwood lum- 
ber.” No authorization is required of 
a producer to get lumber to use in 
making flooring, but all deliveries of 
flooring made by producers must be au- 
thorized as provided in the order. 

4. (Par. (a) (2):) 

Q. Does a plant qualify as a “pro- 
ducer” if it buys rough green lumber 
from sawmills, dries it, sorts and 
grades it, and then sells the lumber 
in the rough without planing or other- 
wise milling it? 

A. No. A plant handling rough lum- 
ber but not performing any of the op- 
erations of processing (such as sawing, 
planing, aging, etc.) at least 25 per- 
cent of the lumber it gets is not a pro- 
ducer. Such a plant must receive au- 
thorization for all restricted deliveries 
from producers. 


including the 98000 


S. Par. (a) (2) 

Q. What is meant by 10,000 feet per 
average day of eight hours of~-con- 
tinuous operation? 

A. To determine whether the aver- 
age was more or less than 10,000 feet, 
it would be necessary to take the to- 
tal output during the six months and 
divide it by the total amount of work- 
ing days, excluding Sundays and holi- 
days. If, for any reason, the mill did 
not work for a full eight hours during 
any working day, adjustments should 
be made for this fact and conversely, if 
the mill worked for over eight hours, 
adjustments should be made for this. 

6. (Par. (a) (2):) 

Q. What is meant by “currently so 
produces” ? 

A. By current, is meant that the av- 
erage rate of operation must exceed 
10,000 feet over a period long enough 
to exclude daily fluctuations resulting 
from weather and like temporary... fac- 
tors. However, a mill, which produced 
over 10,000 feet a day during the season 
when it was in operation, would be 
subject to the order even though it was 
out of operation part of the year and 
its output averaged over an entire year 
would be less than 10,000 feet. 

7% €Par. ta) ds) 

Q. A mill produces 15,000 feet of re- 
stricted lumber per day, and sells 6,000 
feet per day in local retail sales in an 
area where there is no other supplier. 
The balance of 9,000 feet is shipped in 
carload quantities to other points. Is 
this mill exempt from the restrictions 
of the order, or is the mill a restricted 
“producer”? And must authorization 
be required for deliveries of the 9,000 
feet shipped out of the local retail 
area? 

A. The mill is a restricted producer 
and is not exempt from the restrictions 
of the order, since it produces more 
than 10,000 feet per day. Authorization 
will be required for delivery of all lum- 
ber shipped out of the local retail area, 
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but not for its local retail distribution. | 


8. (Par. (a) (2):) 

Q. A mill producing more than 10,000 
feet per day sells a portion of its pro- 
duction to the local retail trade. There 
are retail outlets in the area. Can it 
make these retail sales without certi- 
fication or authorization? 

A. As the area is served by retail 
yards, the mill may deliver lumber in 
that area only on certifications or au- 
thorizations issued in response to ap- 
plications submitted on Form WPB- 
2720. 

9. (Par. €a) (@):) 

Q. Two mills producing more than 
10,000 feet per day each dispose of a 
portion of the cut to the same retail 
trade. No other source of supply serves 
that area. Can they deliver to this re- 
tail trade without restrictions? 

A. As no local retail yard serves the 
area, they are authorized by the terms 
of the order te deliver in this area 
without formal authorizations. 

10. (Par. (a) (2):) 

Q. A concentration yard processes by 
sawing, edging, or planing, more than 
25% of the total logs and lumber it 
receives, and disposes of the product 
as lumber. The quantity handled is 
less than 10,000 feet a day. Is it a 


“producer” whose deliveries are re- 
stricted? 
A. Yes. The exemption for sawmills 


producing less than 10,000 feet a day 
does not apply to concentration yards 
which are not sawmills. 

11. (Par. (b):) 

Q. If a plant which is a “producer” 
as defined in the order is owned in 
common with a distribution yard, box 
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Distributors for: Fordyce Lumber Co., Fordyce, Ark. and Crossett Lumber Co., Crossett, Ark. 
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VICTORY Won’t Wait 
for the Lumber That’s Late 


As the new year gets under way, Southern Pine Lumber 


"Ram asso 


Co. is still rushing out orders for war needs. While these 


hurry-up orders for the boys in uniform make it hard on 


all of you regular customers who need lumber, there’s one 
thing about it—when the big postwar rush for lumber to 


re-stock your yards gets under way, we'll be in top form to 


wa Na et a 


handle your rush orders. 


SOUTHERN PINE LUMBER CO. 


MILLS: DIBOLL and PINELAND, TEXAS 
GENERAL SALES OFFICE, TEXARKANA 




















SAW MFG. CO. 
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PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 


Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 





Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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factory, or cut-up plant, are there any 
restrictions on delivery from one to the 
other? 


A. Yes. No delivery is permitted un- 
less it is either to fill an order certified 


paragraph (b) (1) or 
owner applies for and 
on Form WPB-2720. 
(i), Ce) €B)s) 

Q. Can the certifications in para- 
graphs (b) (1) or (b) (2) be used to 
get lumber which will be held for use 
only for the purposes described in these 
subparagraphs but for which actual 
orders have not been obtained? 

A. No, for the certification itself says 
that the lumber is for use on a specific 
order or contract already entered. 

18. (Par. (Cb) (1), Ce) C2): 

Q. Can these (b) (1) or (b) (2) cer- 
tifications be used to get lumber fora 
use, covered by one of these subpara- 


as described in 
(b) (2), or the 
gets permission 

12. @Par. (b) 


graphs, where the order has been 
promised, but has not, as yet, been 
placed? 

A. No. The order for which the lum- 
ber is required must be “already en- 
tered.” 

14. (Par. (6) (er) 

Q. Cana retailer use a (b) (2) cer- 


tification to get lumber to replace lum- 
ber he has already sold? 


A. No. The certification can not be 
used to replace lumber in inventory 
even when the lumber it replaces was 


used to fill an order of such a kind that 
the buyer could have used a certificate 
to get lumber to fill it. This applies 
to any purehaser of restricted yellow 
pine or restricted hardwoods whether 
he is a retailer, wholesaler, box factory, 
industrial, et cetera. 

1S. ¢€Par. (bo) €1)s 

Q. When a producer has been di- 
rected by written orders from the Cen- 
tral Procuring Agency to. deliver 
restricted lumber to a third party, is no 
further authorization or certification 
required? 

A. None, for according to the proviso 


in paragraph (b) (1) a producer may 
comply with such directions and no 
purchase order or contract endorsed 


with the certification shall be required. 

36. €Par. (bb) €5):) 

Q. Does a purchaser have to submit 
a separate WPB-2720 application for 
each order? 

A. Any number of orders may be 
submitted on a single application, pro- 
vided the delivery will be made by the 
same producer. For each producer who 
will make delivery to an applicant, a 
separate application must be submitted. 

1%. €Par. (b) G5):) 

Q. Can restricted lumber be bought 
without a priority rating if authority 
on Form WPB-2720 is received? 

A. Yes, provided the producer who 
will make shipment of the unrated 
order can do so without interfering 
with the scheduled deliveries of author- 
ized rated orders which the producer 
holds. 

18. Q. Should preference ratings be 
applied or extended to orders for re- 
stricted lumber if the purchaser is able 
to do so? 

A. Yes. Preference ratings can be 
used to help get lumber restricted by 
the order, though a producer may not 
deliver on an unauthorized order even 
if it is rated. However, failure to 
apply or extend a rating to an author- 
ized order may result in delivery being 
subordinated to subsequent author- 
ized rated orders. Moreover, unrated 
orders may be rejected even though 
authorized. 

19. Q. What effect should a producer 
give to ratings applied or extended to 
orders for restricted lumber? 

A. The effect required by the prior- 
ity regulations, except that he may not 


make actual delivery until or unless 
the order is also authorized. 

20. (Par. (b) (2):) 

Q. Can such government agencies as 
the Federal Housing Administration 
obtain lumber on a (b) (2) certifica- 
tion? 
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A. No, only the agencies or govern- 
ments specified in paragraphs (b) (1) 
or (b) (2) of § 944.1 of Priorities Regu- 
lation No. 1 and their contractors and 
sub-contractors. The agencies or gov- 
ernments specified are: United States 
Army, United States Navy, United 
States Maritime Commission, War Ship- 
ping Administration, Panama Canal, 
Coast and Geodetic Survey, Coast 
Guard, Selective Service System, Civil 
Aeronautics Administration, National 
Advisory Committee for Aeronautics, 
Office of Scientific Research and Devel- 
opment, Defense Supplies Corporation, 
and Metals Reserve Company, and the 
government of any of the following 
countries: Belgium, China, Czechoslo- 
vakia, Free France, Greece, Iceland, 
Netherlands, Norway, Poland, Russia, 
Turkey, United Kingdom, including its 


dominions, crown colonies, and protec- 


torates, and Yugoslavia. Also, any 
other agency for delivery on a lend- 
lease order. 

21. Q. Is restricted hardwood lumber 


for export covered by this order? 

A. Yes. All restricted hardwood lum- 
ber, specified in M-364, is covered by 
the order, regardless of whether it is 
for export or domestic shipment. 

22. Q. After January 1, 1944, what 
is the standing of export permits that 
have already been granted which are 
good for one year? 

A. The terms of the conservation or- 


ders will prevail and any restricted 
lumber, scheduled for export delivery, 


as do- 
lumber 
made 
certification or by 


is controlled by the orders just 
mestic deliveries of restricted 
are controlled. Deliveries can be 
only upon proper 








W. B. Pettibone, Director, Exchange Sawmills Sales Co. ; 
Vice-President, Louisiana Long Leaf Lumber Co. 


UNWATERING 


TREES 


MOST IMPORTANT STEP IN LUMBER MANUFACTURE 


From roots to leaves, a tree is al- 
most always a solid column of .water. 
It is, in fact, an amazingly active 
waterworks system. 


In a single day a forest tree extracts 


a ton or more of water out of the 
ground and lifts it to the topmost 
leaves through its sapwood conduits. 


This ability of a tree to pick up and 
contain so much water is still some- 
what of a puzzle to scientists. Neither 
root pressure nor suction set up by 
evaporation through the leaves ex- 
plains it. Probably it is the high ten- 


sile strength (2,250 Ibs. per sq. in.) of 


EXCHANGE 
1111 R. A. Long Bidg. 








SAWMILLS 


Trade-Marked — 


the sapwood which accounts for much 
of this water-lifting power. 


The point is, *if too much of this 
moisture remains in the cells, it will 
not make good lumber. When lumber 
dries, it changes shape and size. Hence, 
to avoid construction troubles, lumber 
must be properly and uniformly dried 
before it is placed in construction. 


At ESSCO mills scientific seasoning 
and pre-shrinking is a ‘“‘must’’ opera- 


tion. No matter how great the urgency 
ESSCO Lumber must be shipped dry. 


SALES CO. 


Kansas City, Mo. 


Grade-Marked 





SOUTHERN PINE « SOUTHERN HARDWOODS + PONDEROSA 


PINE 


* WEST COAST WOODS « OAK FLOORING 





One of a series of messages to the retail lumber dealer from the key men behind ESSCO. 
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authorization through the use of WPB- ~ the lumber were produced in the “pro- 
2720 application, if the mill making ducer’s” own mill. 


shipment qualifies under the terms of 25. (Par. (b) (6):) 

the order as a producer Q. When Form WPB-2720 is re- 
23. (Par. (b) (1), (b) (2):) quired, who should file it? 
Q. Can restricted hardwood lumber A. Any person, requiring delivery of 


be shipped to be used as a production restricted lumber, who is not qualified 
material to governments or ag2ncies to use the certification in paragraphs 


mentioned in paragraph (b) (1) or (b) (b) (1) and (b) (2). The person making 
(2) of § 944.1 of Priorities Regulations application should be the actual re- 
No. 1? ceiver of the lumber and the applica- 


A. Yes, as it is one of the purposes tion should be certified by that person. 
of the M-364 order to channel restricted (This is not specified in the order but 


hardwood lumber into such use; how- results from the fact that wholesalers 
ever, the producer must be authorized and jobbers cannot furnish the infor- 
to make such a shipment either by mation called for on WPB-2720). 

an authorization issued on a WPB-2720 26. (Par. (b) (5):) 

certificate or by a purchase order that Q. Under what conditions can a third 
has been endorsed with the certification party, such as a wholesaler, sales 
provided in paragraph (b) (2). agency, et cetera, submit a WPB-2720 

24. (Par. (b) (4):) application for a purchaser? 

Q. Under what conditions can a A. A third party can only submit an 
“producer” dispose of restricted lum- application that has been signed by the 
ber that has been procured from an- purchaser who will actually receive the 
other “producer”? shipment, and which gives the required 

A. The conditions are the same as if information about him. 
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Strong steel cable helps unload this Liberty Ship 
at a British seaport.—{ Wide World Photo.) 


WHEREVER our fighting men go, 
products made from wire are help- 
ing them win important battles. 


WIRE FENCE also plays a vital role on the farms of 
America, helping win the Battle of Food. Farmers every- 
where report their livestock-legume-crop rotations depend 
on good fence... that pastures and roughage and 
down grain can be turned into valuable wool and meat 
and milk only when the farm is well fenced. These im- 
portant considerations have caused the government to 
release additional steel for the production of more fence, 
barbed wire, and steel posts. 


Idle SCRAP IRON 
on farms is serious- 
ly needed for war 
production. Urge 
farmers to collect 
and sell every 


! 
—" Keystone, therefore, is now shipping larger quantities of 
fencing materials and steel posts to dealers. Extra heavy 
coated Red Brand fence is not yet being made, however, 
because of the war demands for zinc. But Keystone’s 
present fence will give good service because it’s tightly 
woven of copper-bearing wire that’s protected by a 
durable galvanized coating. 


KEYSTONE STEEL & WIRE CO., PEORIA, ILL. 


54 Years of Fence Making Experience 


RED BRAND FENCE sreev posts 





2%. (Par. (b) (5):) 

Q. Can an application be submitted 
on a WPB-2720 Form before the order 
has been placed with a producer? 

A. No, as an authorization, issued on 
WPB-2720 merely authorizes a producer 
to deliver lumber to fill a specific order. 
The order must be placed with the pro- 
ducer, who accepts the order subject 
to an authorization to deliver, before 
the application is submitted. 

28. (Par. (b) (5):) 

Q. Does a specific mill have to be 
named in the application form? 

A. Yes, because the order restricts 
the producer from selling, shipping or 
delivering any restricted lumber, ex- 
cept as provided in the order which fs 
by certification or specific WPB-2720 
release. 

29. (Par. ¢b) (6):) 

Q. Is it necessary for a producer's 
own box factory, cut-up plant or dis- 
tribution yard to submit figures in Col- 
umn (d) and section III of the WPB- 
2720 Form? 

A. Yes. This information should be 
submitted but only as it pertains to the 
box factory, cut-up plant or distribu- 
tion yard. 

a0. (Par. (6) €5)5 

Q. Is it important to indicate the 
us*s for which the lumber is required 
when submitting a WPB-2720 applica- 
tion? 

A. Yes, as all critical material must 
be conserved for uses highly important 
to the prosecution of the war. Unless 
the applicant fully describes the uses 
for which the lumber is required, the 
importance of his receiving the lumber 
can not be determined. 

$1. (Par. (b) (5):) 

Q. How is the mill and purchaser 
notified what action is taken on an 
application on Form WPB-2720? 

A. Form 2720 is sent to the producer 
marked “approved” or “denied” and is 
his authorization to deliver. A copy 
goes to the purchaser. 

oa. (Par. €b) @):) 

Q. When an authorization has been 
issued upon a WPB-2720 application 
and the mill named finds it is unable 
to fill the order, what should be done? 

A. The original authorization can 
not be transferred from one producer 
to another. The mill should return its 
certificate to the Lumber Division and 
the applicant should do likewise, in 
order that the record in the applicant’s 
file can be corrected. If the applicant 
then wishes to place the order with 
another producer, he will have to sub- 
mit a new application. 

Issued this 21st day of December, 
1943. 

War Production Board, 
3y J. Joseph Whelan, 
Recording Secretary 

. . . 
Distributes Cork Oak Seedlings 

A report issued Dec. 15 by Wood- 
bridge Metcalf, extension forester of 
the University of California’s Agricul- 
tural Extension Service, disclosed that 
during the past two years approxi- 
mately 75,000 cork oak trees have been 
planted in the State under the direction 
of county farm advisers, state forest 
rangers, and other forestry personnel. 
Accumulation of some 9,000 pounds 
of cork oak acorns is reported; nearly 
10 tons of cork have been stripped 
from the trees, and tests have shown 
it to be fully equal in quality to that 
imported from the Mediterranean area. 

Metcalf reported that a cork oak 
distribution program is now under 
way and that more than 100,000 cork 
oak seedlings are available for the 
current planting season through co- 
operation of the several agencies. The 
trees are made available at State 
Ranger Headquarters for distribution 
to authorized applicants. 
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1- Envelope Packing for Convenience 
= To protect finishes and facilitate handling, each 
** ie oe product is packed complete with screws, parts and 
- —r directions for application — ready for installation. 
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a: MAKE MARLITE! Ss SUCCESS STORY — YOUR POST- WAR PROFIT STORY! 
ne ; Proved in all types of pre-war and war-time interior to provide attractive, practic al and long-lasting interior 
er construction, high-heat-bake-finished Marlite offers build- wall installations. To insure customer satisfaction and 
ork ers, dealers and contractors every advantage necessary post-war sales—investigate Marlite new for your post- 
the Victory wall and ceiling jobs. And remember Marlite is 
} immedi: itely available for war construction carrying suit- 
co- ; able priorities, 
The duty. 
te 4 
~ | Plastic-finished WALL PANELS for creating beerrtifut interiors 
MARSH WALL PRODUCTS, INC. 141 MAIN STREET, DOVER, OHIO 
LAN 
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The Rosboro plant is electrically feet of choicest Douglas Fir timber. 
Dou las operated throughout. It has acut- Buyers can depend on it that after 
ting capacity of 150,000 feet daily. the duration we will be able to ac- 


REI 6 


Completed in 1940, equipment cumulate an inventory which will | 
throughout is the most modern ob-_ enable us to give our valued pa- — 
tainable. Behind this efficient mod- trons better service than we are — 
ern plant are more than 750,000,000 able to do at this time. F 





a W. Rosborough, President. B. S. Cole, Secretary-Treasurer 
E. Cooper, Vice-President. E. A. Carley, Sales Manager 


ROSBORO LUMBER COMPANY, sorinsticta, oregon | 
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Lumber Products 


WRAPPED TRIM, MOULDINGS 
CASING AND BASE IN 
ARKANSAS SOFT PINE, 
WHITE AND RED OAK, 

RED AND SAP GUM 
= 


ARKANSAS SOFT PINE 
AND HARDWOOD LUMBER 
* 


OAK, BEECH AND PINE 
ia Mele) ai Te 
* 
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Tat LUMBER COMPANY ARKANSAS 


Manufacturers of Arkansas — Pine and Soutnern ante cs and cease 
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Housing 


Commissioner Herbert Emmerich, of 
the FPHA, tells this page that the 
country is well over the hump of pub- 


lic construction. It’s never quite fair 
to ask public-housing men to predict 
the future of this shelter program. 
It turns wholly upon the course of 
the war; and you can get any kind 
of prediction about the duration of 
the war that you want. Within the 
past week we’ve collected such prophe- 
sies, ranging from five weeks to seven 
years. 

The housing men have made their 
own estimates of need; at least within 
limits. However, if the top indus- 
trial-control agencies tell the FPHA 
that a war industry, being built in a 
certain place, is going to hire so many 
workers, then the Housing Agency has 
to accept those figures as a starting 
point. Not long ago this journal made 
a hurried investigation of a mid-west- 
ern war plant. FPHA was told that 
the plant would hire 30,000 workers. 
{t never did hire more than 20,000, 
and at the time of our inquiry it had 
only 9,000. As a result of this mis- 
take in the primary estimate of need, 
some 2,600 housing units were vacant. 

“Many war industries,” Mr. Em- 
merich said, “have been little short 
of hysterical in their demands for 
labor and for housing. We’ve re- 
vised many, in fact most, of these 
estimates downward; taking the re- 
sponsibility for these lower figures. 
We haven’t guessed all of them right; 
in fact we may not have hit any of 
them exactly. It takes time to build 
houses; and meanwhile the employ- 
ment of the war plant is swinging up 
and down. It’s only when the curve 
of employment crosses the line of ex- 
isting houses that the program is ex- 
actly in balance. We’ve had to allow 
some surplus housing, just as a safety 
measure. 

“Much of our construction shouldn’t 
be called ‘housing’. It’s never been 
intended to have the permanency that 
is properly associated with that word. 
We call it ‘shelter’ and think of it in 
those terms. It’s planned to be tem- 
porary; and we expect it to be taken 
down when the war need is past. Ad- 
mittedly, this will make a problem 
in marketing used materials; a hard 
problem. But it will be less serious 
than allowing the units to stand, slid- 
ing down into slums or ghost towns. 


A "Fill-in Program" 

“It’s important to remember that 
ours has been and will continue to be, 
through the war, a fill-in program. 
We’ve always supported private build- 
ing and will continue to do so. We’ve 
taken the work that private builders 
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didn’t want or couldn’t handle at the 
time. Our shelter is the last to come 
into the picture, as war employment 
goes up, and we’re the first to with- 
draw when this employment goes 
down. We’re intended to be, and are, 
the end-factor in housing. 

“Slum clearance gets talked about, 
more or less. I can’t see anything in 
prospect, this year, in that field. The 
pressure for housing is so great that 
it’s not in the picture to tear down 
any shelter, no matter how bad it is. 
We're studying the subject more or 
less, for we’ve had some experience 
with it. In the post-war period, there 
may be a place for public housing in 
the slum-clearance field. But this 
needs to be understood. In the main, 
that work ought to be done by pri- 
vate industry. It’s only when people 
don’t have the income to justify the 
investment in minimum housing 
decency that the government should 
come in. General public policies will 
have to be worked out for that field; 
and they can’t be worked out until 
post-war conditions are known. Those 
are not policies to be decided by a 
housing agency. They must be de- 
cided by all the people, since they deal 
with a national problem. The ques- 
tion is whether or not the government 
should supply minimum housing for 
citizens whose income is so small they 
can’t pay the rents that justify the 
building of this shelter by private 
enterprise. 

Private Builder Responsibility 

“We have always supported private 
building, and we’ll continue to do this. 
In the post-war period, when the first 
pause is over, there should be an 
enormous market for private construc- 
tion. The depression checked normal 
building; and when this was but partly 
overcome the war came along and 
checked it even more drastically. The 
accumulated needs should make a 
great period for private builders.” 

Mr. Emmerich added that this big 
chance for private builders carries 
equal responsibilities that he hopes 
and believes the builders will meet. 
It’s a responsibility for planning not 
only individual houses but also resi- 
dence areas in relation to needs and 
city facilities. Almost any houses can 
be sold in a period of high demand. 
Federal, State, county and city gov- 
ernments can set up some rules and 
building standards; but these rules 
don’t cover the need. A house can 
meet a building code and still be so 
badly designed it’s due for slum status 
in a few years. A residence area can 
be promoted that has bad transporta- 
tion or in other ways doesn’t fit into 
sound urban planning. Houses can 
be designed to sell; can be built 





around a few gadgets that attract the 
buyers’ attention but don’t offer last- 
ing residence service. This is the 
time for the industry to make its 
future plans; to set up positive and 
long-range standards. After the other 
war, some promoters did-so bad a job 
—planning for sales and not for satis- 
faction—that the public developed re- 
sentment and distrust. 

John B. Blandford, Jr., National 
Housing Administrator, has ‘also 
stated that in general war housing has 
caught up with needs. The exceptions 
are local areas where war plants are 
still expanding. But the program is 
far enough along to allow some 
thought about civilian housing this 
year. Without being too positive, Mr. 
Blandford thought that a limited pro- 
gram of civilian housing construction 
might be possible later on in 744. 

In answer to our question, Mr. Em- 
merich said the rumored 100,000 addi- 
tional war-housing units on the West 
Coast seemed to him fantastic. There 
probably will be some additional build- 
ing in the West, but his agency has 
no such large-scale plans. The need 
isn’t in sight; the money, materials 
and labor are not available. In any 
event, western communities could not 
assimilate and service any such addi- 
tions; couldn’t supply roads, water, 
electricity, hospitals, schools and 
other facilities. 

During 1943, the NHA completed 
565,000 new or converted housing 
units. 

Non-Farm Mortgages 

During October, recordings of non- 
farm real estate mortgages totaled 
$386,000,000, one percent above Sep- 
tember activity and the highest 
aggregate for any month this year. 

The October figure was 8 percent 
above October 1942 but 14 percent 
under the level of the same month 
in 1941. 

For the first ten months of 1943 
mortgage recordings reached $3,176,- 
700,000 or 7 percent below the Janu- 
ary-October total in 1942. Savings 
and loan associations have increased 
their activity to date this year by 1 
percent. Mortgages recorded in the 
name of “individuals” rose by 12 per- 
cent. All other classes of lenders 
showed declines in comparison with 
1942. 

During October, the number of 
non-farm foreclosures in the United 
States dropped to the lowest figure 
since such records have been assem- 
bled, the Federal Home Loan Bank 
Administration reported today. 


The 1,765 foreclosures for the 
month were 44 percent below the 
total for October 1942. The fore- 


closure index maintained by the Bank 
Administration (1935-1939 average 
equals 100) declined to 13.7, its lowest 
point. 

For the January-October period, 
foreclosures numbered 21,933, a de- 
cline of 40 percent from the compara- 
ble 1942 total. Each of the 12 Federal 
Home Loan Bank districts shared in 
the improvement. 
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Hold First of Regional Annuals 


Last February the Western Retail 
Lumbermen’s Association set the pat- 
tern for streamlined war conferences, 
"n tne form of panel discussions or 
forums. Now, with war conditions 
tightening in the Northwest, the 
Western association has met the prob- 
lem of restricted travel in its far- 
flung territory. Managing Director 
W. C. Bell of the association said: “It 
is impracticable for the members to 
come to a large convention so we will 
take the convention to the members.” 

This is being done by holding a 
series of five annual business meet- 
ings—one in each of five divisions of 
the territory encompassed by the 
membership. The first of these meet- 
ings was held in Seattle, Dec. 20. 
Other places and dates are: Eugene, 
Ore., Jan. 5; Boise, Idaho, Jan. 19; 
Pocatello, Idaho, Jan. 22, and Spo- 
kane, Wash., Feb. 22. The last of 
these meetings in Spokane, Feb. 22, 
will be followed the next day, by a 
meeting of the old and new board of 
directors. 

So, for the next two months the 
association staff becomes a band of 
troupers—the annual convention be- 
comes a road show and the actors’ 
parts should be pretty well learned by 
the time Spokane is reached. 

Fred Epperson, Port Angeles, 
Wash., has been the war president of 
the Western for the past year and 
no one will say he hasn’t worked at 
the job. He has spent lots of time 
at the association offices at intervals 
not to exceed two weeks apart. The 
past year has been a strenuous one for 
retailers. 

In his brief annual address, Mr. 
Epperson said: “The association is 
the fountain head of our business. It 
is our clearing house of ideas and 
information.” Lumbermen are _in- 
clined to work independently but are 
now learning they must work through 
organization if they are to survive 
the present conditions. That they do 
perceive this is evidenced by the fact 
that WRLA has the largest percent- 
age of membership in its history. Mr. 
Epperson said it is hard to say what 
post-war conditions will be, but it is 
safe to say the dealers will need a 
strong organization more than ever. 
He pointed out that although 1943 had 
proved a very diffcult year for retail- 
ers, the association had come through 
with few or no casualties. 

Because of the nature of doing 
business under the war economy and 
government rules, regulations, emer- 
gency laws etc., the pork of the 
association has been very different 
from so-called normal years and this 
has brought into the limelight of 
greatest importance the work of the 
association’s general counsel, Ray 
Torbenson, who has met the challenge 
squarely. 

Mr. Torbenson made a report of the 
association’s activities, so many of 
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which depend on his department. The 
association spent a large part of its 
budget this past year on keeping its 
members currently informed on fed- 
eral and state laws, wartime regula- 
tions, labor laws, price ceilings as 
they apply to all types of building 
material. The association has in its 
files, 14 volumes in loose leaf binders, 
of uptodate rules and _ regulations 
applying to the retail lumber business. 
These 14 volumes contain 21,000 
words. Report letters and _ special 
bulletins have kept the digest of all 
important laws and rules currently 
before the members. 

Postwar planning has not been neg- 
lected by the association and the 
Home Planners’ Institute in Portland 
has been founded in cooperation with 
the Western Homes Foundation which 
is sponsored by the West Coast Lum- 
bermen’s Association and the Western 
Retail Lumbermen’s Association. 

The association counsel has ap- 
peared before the War Labor Board 
fer the dealers and has also done 
some valuable work for the dealers in 
cooperating with the OPA. 

Mr. Bell said the retail lumber 
dealers cannot evade their responsi- 
bility in post-war planning. He told 
of his address entitled ‘Home Coming 
Home” which has been delivered 
before many civic bodies throughout 
the Northwest. The address has been 
published by the National Retail 
Lumber Dealers’ Association and its 
acceptance has proved that “American 
Homes” are today a subject of gen- 
eral interest and appeal. 

Mr. Bell praised the work of the 
NRLDA and urged support of an 
increased budget for the National 
association, because of the immense 
amount of important work thrown 
upon it under the present situation 
in business. 

On this subject Frank Kendal, Spo- 
kane, a member of the executive com- 
mittee of the NRLDA made a special 
plea for funds to support the National 
association. 

Carl Blackstock, Blackstock Lumber 
Co., Seattle, member of the advisory 
committee of the WPB and former 
president of the National Retail Lum- 
ber Dealers’ Association, tossed a 
bomb in the direction of two manu- 
facturers’ representatives that were 
present: A. H. Landram, sales man- 
ager, St. Paul & Tacoma Lumber Co., 
and W. W. Woodbridge, secretary- 
manager, Red Cedar Shingle Bureau, 
when he said it might be good busi- 
ness for lumber and shingle manu- 
facturers to do something to help 
keep retail lumber dealers in business, 
because their industry will need these 
trusted outlets when Uncle Sam’s 
wants are all taken care of. He said: 
Our business in lumber has decreased 
80 percent, while on the sale of other 
materials we are 60 percent ahead. 

W. W. Woodbridge, self-styled 


W. C. Bell, Seattle, 
Wash., managing di- 
rector of Western 
Retail Lumbermen's 
Association. 


“double bureaucrat” because he is 


secretary-manager of the Red Cedar | 


Shingle Bureau and spends most of 
his time in Washington, D. C., deftly 
dodged that one by stating that even 
in war times more than 90 percent 
of shingle sales are to retail lumber 
dealers. 

Mr. Landram explained for lumber 
manufacturers that the government 
is taking such a large amount of lum- 
ber while at the same time production 
has decreased for want of man-power 
and other reasons beyond the control 
of operators, that there just wasn’t 
the lumber for the dealers. He said 
there is no point in kidding the deal- 


ers with any statements that they are 9 


going to get more lumber in the near 
future. The lumber just isn’t there 


and an AA 2 didn’t help much. He | 


didn’t see any relief in sight for many 
months. He closed with the hope that 
next year will bring the one great 


event that everyone is striving for— § 


peace. 
Ray Torbenson, association counsel, 


put on the stand for questioning by 4 


members, held little hope for dealers 
to obtain plywood. He said, however, 
that the redistribution section of 
WPB has a surplus supply of plywood. 

Following adjournment, there was a 
social hour and then a turkey dinner, 
followed by a program presided over 
by Charles Crawford, of the Specialty 
Lumber Co., Seattle. 

Here the feature was an address by 
Managing Director Bell on the sub- 
ject of “Heroes and Homes of Middle- 
town, U. S. A.” In the interesting 
story of the opportunities and respon- 
sibilities of retailers toward the boys 
now doing the fighting but who with 
their wives and sweethearts are look- 
ing forward to owning their homes 
when the big job is completed, he 
brought out the start that has been 
made and is being pushed forward by 
the building industry, including such 
organizations as the Home Planners 
Institute at Portland. 

Following this thought-provoking 
picture of post-war home planning, 
President Fred Epperson made his 
“Swan Song” very brief, by express- 
ing his appreciation for the coopera- 
tion of the members and staff. 

In the election which was held by 
this group, Harry Stowell of the Sto- 
well Lumber Co., Everett, Wash., was 
chosen for president. 
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WHITE RIVE 


If you were to stand by the White River 
headrig carriage and watch the flow of 
superb quality Douglas Fir, Western Red 
Cedar and West Coast Upland Hemlock 
logs through this big plant. we believe 
you would quickly conclude that here is 


the ideal source of supply for your after- 


war lumber needs. 





‘7 3° i as e —en we : 
Giant White River Douglas Fir on the Headrig Carriage 


WHITE RIVER LUMBER CO., Enumclaw, Wash. 


for Your Postwar 


Lumber Needs 
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The Book You Need May Be Listed Here! 


THE CLIMAX TALLY BOOK. The Climax was 
designed by a practical hardwood inspector of 
long experience. The book is substantially 
bound in stiff covers of pebbled cloth with round 
corners. Handstraps of heavy leather are riv- 
eted on front and back covers. The paper, print- 
ing and special ruling are high grade. In rain 
or snow the book can be closed between tallies 
or the hand can be dropped to rest it. These 
features of the Climax make it popular with 
inspectors. The size of the book elosed is 
44%4x 8% inches and it has 110 pages. Price, de- 
livered, $1.00. 


LUMBER —ITS MANUFACTURE AND DIS- 
TRIBUTION. By Prof. R. C. Bryant, of Yale. 
This book covers thoroughly the fundamentals 
of lumbering. It was written in 1922. There 
are three parts, on manufacturing plant, lumber 
manufacturing, and markets and marketing. 
Many types of machinery and equipment are de- 
scribed. Price, delivered, $5.00. 


MODERN SHAPER PRACTICE. By W. H. 
Rohr. This book gives access to the accumulated 
information and experience of hundreds of per- 
sons and firms engaged in or identified with the 
operation of shapers, shaper cutters and shaper 
equipment in factories manufacturing millwork, 
furniture, pianos, auto bodies, caskets, cabinets, 
novelties and miscellaneous woodwork. 16 chap- 
ters, 104 illustrations, 191 pages. Durably bound 
in flexible synthetic leather. Price, delivered, 
$3.00. 


AIR SEASONING AND KILN DRYING OF 
WooD. By Prof. H. L. Henderson, New York 
State College of Forestry. Written in everyday 
language, on the basis of eighteen years’ ex- 
perimental and practical experience, and illus- 
trated with plenty of good photographs and 
sketches. Price, delivered, $3.50. 


AMERICAN LUMBER INDUSTRY. By Nelson 
C. Brown. A textbook presenting for students 
and laymen in brief and authoritative manner 
the essential facts about the lumber industry. 
279 pages, bound in cloth. Price, delivered, $3.00. 


KILN DRYING OF LUMBER. By Arthur 
Koehler and Rolf Thelen. This textbook pre- 
sents in simple and accurate manner a working 
knowledge of the underlying principles of suc- 
cessful seasoning of lumber in kilns. The book 
is really a course in kiln drying and is complete, 
detailed and up-to-date. Bound in eloth, 293 
pages. Price, delivered, $3.00. 


Log Cabin Building 


The REAL LOG CABIN. By C. D. Aldrich. The 
author of this book is an architect who devotes 
himself to designing log cabins. In this work 
he tells how to pla and build such structures. 
The pictures in the book are from photographs. 
278 pages, bound in cloth. Price, delivered, $3.00. 


CAMPS, LOG CABINS, LODGES AND CLUB 
HOUSES. By F. E. Brimmer. Methods of con- 
structing simple shelters as well as log cabins 
suitable for residence. Detailed directions with 
illustrations are given for constructing rustic 
furniture and finishing and furnishing the inte- 
rior of the various structures; 140 pages, bound 
in cloth. Price, delivered, $2.00. 


SHELTERS, SHACKS AND SHANTIES, By 
D. C. Beard. This is a book for boys and young 
folks generally. It shows by text and illustra- 
tion how to build every kind of shelter and how 
to live in the woods. It contains numerous illus- 
trations and sketches showing successive opera- 
tions in construction. Bound in cloth, 243 pages, 
7x9 inches. Price, delivered, $1.75. 


Address Your Order for Any Book fo: 


AMERICAN LUMBERMAN 


139 N. Clark St. 


Chicago 2, Illinois 
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@ ATTRACTIVE ENTRANCE OF THE OREGON SHIPBUILDING COR- 
PORATION’S NEW PORTLAND OFFICE BUILDINGC—FEATURING 
THE CURVED EFFECTS POSSIBLE WITH DOUCLAS FIR PLYWOOD. 


— getteo States MaARgiMe 
COMMISSION 


TO HELP SPEED \ 3 
VICTORY \\\? 


the Douglas Fir 






Plywood Industry 






is devoting its en- | 


tire capacity to 


When the job has to be done : 
FAST ... when a building must paring 
be durable and weatherproof, Bip rhny 
architecturally-correct and 
pleasing—Douglas Fir Plywood 
provides the ideal answer for 
both planner and builder. 


This modern, engi- 
neered Miracle 
Wood is serving the 
war effort in count- 
less ways—for build- 
ings, boats, crates, 
railroad cars. And 
after victory it can 
serve you, too — as 
‘one of your most 
useful construction 
materials. 







war production 





\ opprova 


: ————— 






DOUGLAS FIR 


2h A (Ole)d 
Real udket 


-MADE LARGER, LIGHTER 


SPLIT - PROOF 
STRONGER 


ABOVE TWO VIEWS 
OF A WAREHOUSE IN 
SEATTLE, WASHING- 
TON. HERE AGAIN, 
DURABLE DOUGLAS 
FIR PLYWOOD SAVED 
CONSTRUCTION TIME. 
ITS USE RESULTED IN 
A BETTER JOB 


Stronger Per Pound 
Than Steel 








SALES OFFICE: 1204 Conway Bldg., CHICAGO, ILL. | 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. a 


Ee 2 














TT dl 


MILLER) 


AND COMPANY, INC. 
MANUFACTURERS 


Band Saun 
Hardwoods 
and Yellow Pine 


We are Operating Six Band-Mills 
Forty-eight Hours per Week for 
VICTORY 


JACKSON 
TENNESSEE 


SELMA 
ALABAMA 
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Association Annual; 
Montreal; Thurs., Dec. 16. 


Officers elected: 





Quebec Province Wholesalers 


Quebec Province Wholesale Lumber 
Queen's Hotel, 


President—Landless Pratt, L. Pratt 
Lumber Co., Montreal. 

Vice - president — Alcide Lalonde, 
J. A. Laferte Lumber Co. 

Secretary - treasurer — Gordon D. 
Grimshaw, Montvreal. 

Directors: Henri Auger, Quebec 
City; E. M. Bell, Montreal; L. J. 
Bromley, Montreal; E. A. Cattley, 
Sayabec, P. Q.; and G. F. Mar- 
shall, Montreal. 

In accordance with the usual prac- 
tice, J. Knox MacLachlan was 
appointed honorary president for 
the coming year. 

President’s report: 

“The year just drawing to a close 
has presented more problems to the 
wholesale lumber business than any 
year in the history of our association. 
Production of eastern softwoods was 
undoubtedly below last year. Demand 
exceeded supply and probably all 
wholesalers and manufacturers have 
a larger proportion of unfilled orders 
in relation to existing stocks than ever 
before. . . . Costs of production have 
increased again this year, with the 
result that lumber prices have been 
pegged at a higher ceiling. . . . De- 
mand at the time of writing promises 
to exceed supply for at least the first 
six months of 1944... . One of the © 
future problems that faces the whole- 
sale lumber business is the over-pro- 
duction of war supplies as it applies 
in our industry. . .. It is essential 
that we should have an orderly mar- 
keting of these supplies if and when 
they are subject to disposal... . / As 
we approach the end of 1943 we find 
more regimentation and more restric- 
tions than ever before. .. . But in the 
future, as in the past, our association 
shall continue at all times to cooper- 
ate with all government controls to 
further the interests of our country 
and her war effort.” 

The Hon. Hector Laferte, president 
of the Legislative Council for the 
Province of Quebec, was the speaker 
at the banquet held the same evening. 
277 guests were present from all parts 
of the Province of Quebec, including 
some delegates from Ontario, New 
Brunswick, and other parts. 


Mississippi Valley Salesmen 


Hope that the activities of salesmen 
may be speeded up through availabil- 
ity of more material for civilian use 
was expressed by speakers at the 
fifty-third annual meeting of the Mis- 
sissippi Valley Lumber & Sash & Door 
Salesmen’s Association held in Minne- 
apolis, Minn., Dec. 29, but the speak- 








ers were not very optimistic over 
prospects for the near future. The 
session was held at Radisson Hotel. 

George W. Swanson, Winton Lum- 
ber Sales Co., Minneapolis, was elected 
president for the ensuing year, to 
succeed Fred D. Scott. Lee T. Larson, 
Pacific Mutual Door Co., St. Paul, was 
elected vice president. Fred B. An- 
derson, F. B. Anderson Lumber Co., 
Minneapolis, and T. M. Partridge, T. 
M. Partridge Lumber Co., Minneap- 


olis, were re-elected secretary and 
treasurer, respectively. 
Honorary life memberships were 


voted to Sam L. Boyd, Fred H. Fla- 
teau, James C. Walker, and John A. 
McCampbell. 


Hoo-Hoo Christmas Parties 


Los Angeles Hoo-Hoo Club cele- 
brated an all-day Christmas party at 
the Riviera Country Club, Santa Mon- 
ica, on Dec. 17. Beginning at 10 a. m., 
the members and guests took part 
in a golf tournament, with the annual 
dinner at 8 p. m. The membership 
furnished several hundred Christmas 
gifts for orphan children. 





Members of the Milwaukee (Wis.) 
Hoo-Hoo Club No. 35 enjoyed its an- 
nual Christmas party on the evening 
of Dec. 16 at the Red Arrow Club. 
“Santa” made his appearance, bring- 
ing gifts. Ben F. Springer was in 
charge of the entertainment. 





Phyllis Halvorson, 7 (at left), and Gail 
Ward, 6, really went for that fellow Santa 
Claus (Douglas Roos) at the twentieth an- 
nual Twin Cities Hoo-Hoo Club Christmas 
party, held at the Nicoilet Hotel in Minne- 


apolis, Minn., Dec. 22. The club was host 

to 35 children from Augustana Mission, 

Minneapolis, and everyone got a present 
from Santa. 
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Northeastern Lumber 





Manufacturers 


The stated annual meeting of the 
Northeastern Lumber Manufacturers’ 
Association will be held at the Com- 
modore Hotel, New York, N. Y. on 
Wednesday, Jan. 19, beginning 
promptly at 9:30 a.m. 

The business meeting will be fol- 
lowed by a luncheon for members ‘and 
guests at 1 p.m. Immediately fol- 
lowing the luncheon, J. Philip Boyd, 
Director of the Lumber and Lumber 
Products Division of the War Produc- 
tion Board, Washington, D. C., and 
Comdr. E. B. Erickson, of National 
Headquarters Selective Service, are 
scheduled to speak. A general discus- 
sion and open forum will take up the 
balance of the afternoon. 

R. E. Broderick, 271 Madison Ave- 
nue, New York 16, N. Y., is executive 
secretary of the association. 


Kentucky Retailers 


The Kentucky Retail Lumber Deal- 
ers’ Association is headlining “Mer- 
chandising,” “Your Part in the War 
Effort,” and “‘What to Look for Dur- 
ing the Coming Year,” as topics for 
discussion at its annual meeting in 
Louisville on Jan. 18-19. 


Pacific Logging Congress 


The program for the 34th session 
of the Pacific Logging Congress, to be 
held in Seattle, Wash., Jan. 19-20, 
will further the war effort by bringing 
together logging operators, manufac- 
turers of logging machinery, and rep- 
resentatives of Federal authorities for 
the purpose of discussing mutual 
problems of log production. Head- 
quarters of the Congress will be in 
the Olympic Hotel, Seattle. 

The annual dinner and dance will be 
on Wednesday, with a “Loggerettes’ ” 
luncheon on Thursday at 1 o’clock. 

Col. Fred C. Sherrill, U. S. Army, 
Chief of Materials & Equipment Sec- 
tion, Office of Chief of Materials, will 
address the Congress at the opening 
session at 1l a.m. The afternon topic 
will be “The Logger and His Equip- 
ment.” 

“Falling and Bucking Problems” 
and “Regulations Under Federal Con- 
tracts” are the topics for the fore- 
noon sessions on Thursday, with the 
afternoon theme being centered on 
“Increased Utilization of Timber 
Stand.” Open forums will follow 
these discussions. 

A. Whisnant is secretary of the 
Pacific Logging Congress, which has 
headquarters in the American Bank 
Building, Portland 5, Ore. 


Appalachian Hardwood 
Manufacturers 


To discuss wartime problems, post- 
war objectives, and other major fac- 
tors of the present and future, the 
annual meeting of the Appalachian 
Hardwood Manufacturers, Inc. has 
been called for Jan. 21 at the Hotel 
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For Your Postwar 
Needs, Specify 
Booth-Kelly Fir 





Booth-Kelly has been producing 


quality Douglas Fir lumber and 


timber products since 1898. 


Thousands of dealers have come 
to know and rely on this com- 
pany’s products. Serving in the 
war now, Booth-Kelly strong and 
sturdy Douglas Fir stock will again 
be available to all old customers in 
ample supplies as soon as war con- 


ditions will permit. 


Ww 


BR B 


. 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BociliAtell 


~LUMBER C 





TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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Netherland Plaza, Cincinnati, Ohio. 
The board of directors will meet in a 
pre-convention session Jan. 20. 

C. H. Clendening, secretary of the 
association, advises that committees 
are at work preparing the program 
for the wartime conference, which will 
not be confined to association mem- 
bers, but will be industry-wide. 

M. W. Stark, president of the asso- 
ciation and currently in charge of the 
Lumber Section of the Motor Vehicle 
Branch of the Detroit Ordnance Dis- 
trict, is expected to preside as chair- 
man of the business sessions, at which 
one or more ranking men from Wash- 
ington will be key speakers. 


Intercoastal Lumber 
Distributors 


The eleventh annual meeting of the 
Intercoastal Lumber Distributors’ As- 
sociation is scheduled to be held on 
Monday, Jan. 24, at the Commodore 
Hotel, New York City. The meeting 
will convene at 11 a.m. to transact 
necessary business, with a luncheon 
at 1 p.m. 

E. M. Battenberg is secretary of the 
organization; headquarters are at 205 
East 42nd Street, New York, N. Y. 


Scheduled Meetings 
Revised List 


Jan. 10—New England Wholesale Lum- 
ber Association, University Club, 
Boston, Mass. Annual conference. 

Jan. 11-12-183—The Indiana Lumber & 
Builders’ Supply Association, Clay- 
pool Hotel, Indianapolis, Ind. An- 
nual conference. 

Jan. 10—Associated Lumber & Allied 
Materials Salesmen of New Jersey 
(Alams), Athletic Club, Newark, N. J. 
Annual, 

Jan. 12-13—Carolina Lumber & Build- 
ing Supply Association, Hotel Char- 
lotte, Charlotte, N. C. War confer- 
ence annual. 

Jan. 13-14 Middle Atlantic Lumber- 
men’s Association, Philadelphia, Pa. 
Annual conference. 

Jan. 14—The National Wooden Box As- 
sociation, Pacific Division, Palace 
Hotel, San Francisco, Calif. Annual 
conference. 

Jan. 17-18—West Virginia Lumber & 
3uilders’ Supply Dealers’ Association, 
Daniel Boone Hotel, Charleston, W. 
Va. War conference annual. 

Jan. 18-19—Kentucky Retail Lumber 
Dealers’ Association, Brown Hotel, 
Louisville, Ky. Thirty-ninth annual. 

*Jan. 19—Western Retail Lumbermen’s 
Association, Boise Hotel, Boise, Idaho. 

Jan. 19—Northeastern Lumber Manu- 
facturers’ Association, Commodore 
Hotel, New York, N. Y. Annual con- 
ference. 

Jan. 19-20—Forest Farmers Association 
Cooperative, Ansley Hotel, Atlanta, 
Ga. Southern forestry conference 
and third annual meeting. 

Jan. 19-20—Pacific Logging Congress, 
Olympic Hotel, Seattle, Wash. 34th 
session. 

Jan. 20—South Dakota Retail Lumber- 
men’s Association, Coliseum, Sioux 
Falls, S. D. War conference. 

Jan. 21—Appalachian Hardwood Manu- 
facturers, Ine., Netherland Plaza 
Hotel, Cincinnati, Ohio. Appalachian 
hardwood industry meeting. 

*Jan. 22—Western Retail Lumbermen’s 
Association, Bannock Hotel, Pocatello, 
Idaho. 

Jan. 24—Intercoastal Lumber Distribu- 
tors Association, Commodore Hotel, 
New York City. Eleventh annual 
luncheon and meeting. 











Jan. 24-25-26—Northeastern Retai] 
Lumbermen’s’ Association, Hote] 
Pennsylvania, New York City, N. Y, 
Annual conference. 

Jan. 26-27—Southwestern Lumbermen’s 
Association, Municipal Auditorium, 
Kansas City, Mo. Annual conference, 

Jan. 26-27-28—The Ohio Association of 
Retail Lumber Dealers, Deshler Wal- 
lick Hotel, Columbus, Ohio. Annual] 
conference. 

Jan. 26-27-28—The Union Association 
of Lumber & Sash & Door Salesmen, 
Deshler-Wallick Hotel, Columbus, 
Ohio. Annual conference. 


Jan. 28—West Coast Lumbermen’s As- 
sociation, Portland Hotel, Portland, 
Ore. Annual conference. 


Jan. 28—Indiana Hardwood Lumber. 
men’s Association, Severin Hotel, In- 
dianapolis, Ind. 45th annual confer- 
ence. 

Feb. 1-2 — Michigan Retail Lumber 
Dealers’ Association, Book-Cadillac 
Hotel, Detroit, Mich. Annual con- 
ference. 

Feb. 2-3—Lumber Dealers’ Association 
of Western Pennsylvania, William 
Penn Hotel, Pittsburgh, Pa. Annual 
meeting—war conference. 


Feb. 3-4—Iowa Retail Lumbermen’s As- 7 


sociation, Des Moines, Iowa. Victory 
merchandising clinic. 

Feb. 7-8—Mountain States Lumber 
Dealers’ Association, Shirley-Savoy 
Hotel, Denver, Colo. Annual confer- 
ence. 


Feb. 7-8-9—Illinois Lumber & Material 


Dealers’ Association, Hotel Sherman, 


Chicago, Ill. Annual conference. 
Feb. 10-11—Southern California Retail 
Lumber Association, Biltmore Hotel, 


Los Angeles, Calif. War industry 
conference. 
Feb. 11— Western Pine Association, 


Portland Hotel, Portland, Ore. An- 
nual conference. 

Feb. 15-16—Wisconsin Retail Lumber- 
men’s Association, Milwaukee Audi- 
torium, Milwaukee, Wis. Annual con- 
ference. 

Feb. 17-18— Tennessee Lumber, Mill- 
work & Supply Dealers’ Association, 
Hermitage Hotel, Nashville, Tenn. 
Annual conference. 

Feb. 17-18—Virginia Building Material 
Association, Roanoke Hotel, Roanoke, 
Va. War conference. 

Feb. 17-18-19—Ontario Retail Lumber 
Dealers’ Association, Royal York Ho- 
tel, Toronto, Canada. 27th annual 
convention. 

*Feb. 22—Western Retail Lumbermen’s 
Association, Davenport Hotel, Spo- 
kane, Wash. 

Feb. 24-25—Nebraska Lumber Mer- 
chants’ Association, Omaha, Neb. 
War conference. 

March 9—Lumbermen’s Exchange of the 
City of Philadelphia, Philadelphia, Pa. 
Annual meeting. 

March 14 -15—Northwestern Lumber- 
men’s Association, Radisson Hotel, 
Minneapolis, Minn. Annual wartime 
merchandising conference. 

March 15-16—Louisiana Retail Lumber 
& Building Material Dealers’ Associa- 
tion, Roosevelt Hotel, New Orleans, 
La. Annual. 

Mareh 22—New Jersey Lumbermen’s 
Association, Robert Treat Hotel, 
Newark, N. J. Sixtieth annual con- 
ference. 

March 28-29—North Dakota Retail 
Lumbermen’s Association, Elks Club, 
Fargo, N. D. War conference. 

March 29—Florida Lumber & Millwork 
Association, San Juan Hotel, Orlando, 
Fla. Annual conference. 

April 10-11-12 — Lumbermen’s Associa- 
tion of Texas, Adolphus Hotel, Dallas, 
Tex. Annual. 





*Western Retail Lumbermen’s Asso- 
ciation is holding series of regional 
meetings instead of one large annual 
conference, 
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Mixed Hardwood Prices 
Set for Appalachian and 
Southern Regions 


For mixed hardwoods, freight car 
stock, common dimension mine car 
lumber, $4 should be deducted from 
the maximum price for white oak or 
red oak for the same class of material 
in the same size. This is the gist of 
amendment 16 to MPR 146 which per- 
tains to Appalachian hardwood lum- 
ber, and of amendment 11 to RMPR 
97 pertaining to Southern hardwood. 


Northern Hardwood 
Ceiling Amended 

Provision for mixed hardwood prices 
in the Northern hardwood area are 
identical to those in the Southern and 
Appalachian regions, according to 
amendment 10 to MPR 223, which also 
provides a ceiling for green stock of 
10 percent less than prices of rough, 
air-dried lumber. Lumber. which 
weighs 25 percent more than accepted 
weights for air-dried stock is con- 
sidered as green. In addition a pricing 
formula (based upon Oct. 1941 prices 
plus the price rise since then on com- 
parable items) is established as a 
guide in determining maximum prices 
for “non-standard special” grades and 


items other than combination grades 
of Northern hardwoods. Definitions 
which determine trucking service that 
may or may not be charged in addi- 
tion to this ceiling price are included 
in this amendment. 


Northeastern and Central 
Ceilings Meet With Change 


Northeastern hardwood has its pro- 
vision for mixed hardwood prices ($4 
less than comparable items of white 
or red oak) in amendment 5 to MPR 
368. The same amendment provides 
a pricing formula for grades, specifi- 
cations and extras not_ specifically 
priced and also establishes 10 percent 
as the deduction from air-dried prices 
to be made for green lumber. Amend- 
ment 12 to the Central hardwood 
price ceiling (MPR 155) incorporates 
the same deduction for mixed hard- 
woods and sets up a scale of prices 
for millworking Central hardwoods. 
These became effective Dec. 27. 


Price Premium for 
Aircraft Hemlock Dropped 
Premium ceiling prices for aircraft 


grade hemlock logs were discontinued 
as of Dec. 30 by amendment 10 to 


RMPR 161. The present supply situ. 

ation does not require the segregation | 
of the aircraft grade. Maximum price; 9 
for these logs have been $35 a thou. J 
sand in Puget Sound, Willipa Bay. § 


Grays Harbor and Columbia Rive § 
districts and $33 in the Southen 
Oregon-Tillamock region. Now they§ 
have been dropped to $27 and $2) 
respectively which are the ceiling 
prices for “suitable for peeling © 
better” logs. 





Novice Riggers Erect Hangar 


LE it PLN. 


Small town carpenters and country 
boys from the bayou and sugar can 
country, most of whom had never ll 
before worked on a building higher} 
than two or three stories, substitute 
for skilled “riggers in the quick erec.§ 
tion of one of the Navy’s great new 
wood blimp hangars in a _ southem 
state. 

An engineering innovation, a great 
movable scaffold, helped the amateur) 
riggers overcome the mental hazari 
of working 180 feet in the air. Pro. 
gressing down the length of the han. 
gar as the work moved on, the great 
platform built of relatively small, 
2x4, southern pine timbers, did 
double duty in providing a place of 
which to work and a screen to help# 
keep workmen’s eyes off the ground. § 
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is not achieved without sacri- 
fice. We on the home front 
are only being inconveni- 
enced in comparison with 
those taking part in actual 
battle. 


4 Craig Mountain Ponderosa 
Pine is being used to 
RY box and crate ammuni- 
\\ tion, supplies and 
1 equipment, as well 
as assisting -in. pro- 
ducing food for 
our armed forces, 
\ to hasten the day 
: of Victory. 
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WOMAN-POWER at WAR 


Dierks employs more than 
a hundred women in the 
manufacturing division of 
its four plants. Dierks is 
proud cf its woman-power 
—protd of these women, 
mest of whom have sons, 
brothers or husbands in 
the service. 


They, too, serve their coun- 
try—help get the fighting 
tools of attack to our armed 
forces, safely and on time. 


LUMBER AND COAL COMPANY 
Dierks Bidg. Kansas City, Mo- 














WHOLESALE LUMBER—MOULDINGS AND SHINGLES 
Telephone 876—Statesville, N. C. 


Branch Office: 


| P. M. BARGER LUMBER CO. 


P. O. Box 5998, Bethesda Statien, Washington, D. C. 
Telephone Oliver 3450 


BARGER MILLWORK COMPANY 


WHOLESALE WINDOWS AND DOORS 
Telephone 733—Statesville, N. C. 
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| Books That'll Increase Your Profits 
| Write Now for Complete Catalog 


Lumberman 


BOOKS THAT YOU NEE 


—Dozens of them—are quickly av 
able from our complete line. 


Learn More About These 


CHICAGO, ILL. 
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Few mills can match Angelina’s long record of more than 
Year 


56 years of continuous lumber production. 


Angelina has moved ahead with new 
technical improvements in production 
methods. On war work now, Angelina’s 
present modern mill built in 1940 will 
again be at your service the moment 
peace is declared. 


CHICAGO REPRESENTATIVES: 
—, H. SHOOK LUMBER COMPANY, 
0 N. Franklin St., Chicago, Il. 
gin and Industrial Sales 
A. E. BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Il. 
Railroad and Car Material 


GELIN 
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by year 





. Deweyville, Texas 
TEXAS OAK FLOORING. Co., Dallas. Texas 





ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 


KURTH LUMBER MFG. CO., Clarksvill 
TROUT CREEK LUMBER co, Kirbyvillo, Tees 
NEWTON COUNTY LUMBER C 


ANGELINA HARDWOOD Co. 
Sales Office, Lufkin, Texas 
Mills at Ewing, Tex. and Ferriday, La. 





furnish the pontoon lumber 


lumber for postwar buyers. 


A Big Douglas Fir 
at Pacific National 





It’s fine quality Douglas Fir logs like this that 


so much 
mand now by U. S. Army engineers—and that 
will supply top quality structural and finish 


Pacific National Lumber Co. 


Tacoma, Washington 


preservation. 





in de- 






7S years of service 
to the sash and door 
industry. 








Far less replacement will be needed in 
the next generation if the lumber used 
now is protected against the ravages of 


rot and termites with 


PAR-TOX 


Scores of manufacturers — thousands 
of dealers and builders—have found it 


the best investment possible in wood 


Specify 
“Par-Tox Treated” 
on your next order. 


IRA PARKER & SONS CO. 






OSHKOSH, WISCONSIN 








SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


"Member of the Western Pine Associa- 
tion, Portland, Oregon. 
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MINNEAPOLIS, MINNESOTA 


NEW YORK 
1604 Graybar tae. 
Mohawk 4-9117 











DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. 8S. Pat. O 


EXECUTIVE pont 
900 First National Soo Line Building 





DISTRICT SALES OFFICES: 


SPECIES 
PONDEROSA PINE 
(PINUS PONDEROSA) 
SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








CHICAGO 
Telephone Central 9182 


1863 LaSalle-Wacker Bidg. 


SAN FRANCISCO 
1930 Monadnock Bidg. 
Exbrook 7041 
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Official 1942 Lumber 
Production Figures Released 


Complete official figures on 1942 
lumber production, just released by 
the Census Bureau show a total cut 
of 36,332,248,000 board feet for that 
year. The 1941 official total was 33,- 
476,165,000 feet. 38,895 active saw- 
mills were found. 

Oregon led all states with an output 
of 6,480,178,000 feet. Southern pine 
was top among species: the cut being 
11,761,397,000 feet or 32.4 percent of 
the total production of all species. 

Hardwood production in the South 
in 1942 broke all records back to 
1929. The figures show that the 16 
states produced 4,829,331,000 feet of 
hardwood. This was 30.8 percent 
above the 1941 Southern hardwood 
cut. 

It is interesting to note that the 
Census Bureau figures reveal the av- 
erage production per mill in Oregon, 
Washington and California was 8,494,- 
000 feet for 1942, against an average 
output per mill of only 947,000 feet 
in the seven Southern states of larg- 
est production. Thus the average 
West Coast mill had an output nine 
times greater than that of the aver- 
age Southern mill. 

Following is the production during 
1942 of the ten leading lumber pro- 
ducing states. Figures include hard- 
wood and softwood: 


Active 
State Mills Production 
i rer 758 6,480,178,000 
Washington ..... 554 4,976,170,000 
Calif. (& Nev.).. 311 2,330,041,000 
Alabama ........ 2,438 2,109,744,000 
Georgia .........2,280 1,971,087,000 
Mississippi ...... 1,986 1,851,539,000 
North Carolina ..3,259 1,691,536,000 
PAUMONSOS . 260k as 1,439 1,572,598,000 
ere 584 1,383,663,000 
Louisiana ....... 488 1,231,717,000 


Chief Forester Sees 
Public Regulation as 
Only Hope for Forests 


In contradiction to facts and state- 
ments gathered by the AMERICAN 
LUMBERMAN from leading authori- 
tative sources within the lumber in- 
dustry and presented in a special sec- 
tion of the Dec. 11 issue of this pub- 
lication, Lyle F. Watts, chief of the 
Forest Service of the U.S. Dept. of 
Agriculture told a recent meeting of 
the National Lumber Manufacturers 
Association that public regulation of 
forestry practices on privately owned 
forest land is indispensable if the op- 
portunity for private enterprise in 
forest industries is to be preserved. A 
copy of the AMERICAN LUMBER- 
MAN presentation entitled “Private 
Enterprise Strides Toward Permanent 
Forest Supply” prepared in booklet 
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form is available from the AMERI- 
CAN LUMBERMAN, 139 No. Clark 
St., Chicago 2, Ill. upon request. 

In his address Mr. Watts proposed 
a three-point national program for 
the forest industry: (1) increased 
public cooperation in fire protection, 
government research, etc.; (2) in- 
creased public ownership of inacces- 
sible, denuded or other lands “un- 


suited to private ownership and op- 
eration,’ and (3) public regulation 
that would keep reasonably productive 
all forest lands cut over in the future. 
The chief forester also declared that 
he believed that the States should be 
given the opportunity to handle pub- 
lic regulation within their borders, 
with the Secretary of Agriculture em- 
powered to take action where States 
fail to act. He suggested a national 
representative council through which 
groups affected, such as lumbermen, 
could express their views as to ad- 
ministration. 


.. Front Lines of Research 





Demonstration Suggests Lighting 
Possibilities 

To help plan the better homes, 
hotels and public buildings of tomor- 
row a group of prominent architects 
and designers were recently shown 
lamps lighted by wireless electronic 
power, a 10,000-watt mercury vapor 
lamp one-fifth the brightness at the 





surface of the sun, and watched an 
electric lamp cook bacon and eggs. 


The demonstration of laboratory 
models of new lamps, and of wartime 
and possible post-war uses of lamps 
and light, was conducted by Samuel 
G. Hibben, director of applied light- 
ing for the Westinghouse Lamp Divi- 
sion, at the Waldorf-Astoria, in New 
York City. 

Mr. Hibben walked about the room 
carrying brilliant, vari-colored fluores- 
cent tubes fully lighted. The lamps 
were not connected with any power 
source but were electronically har- 
nessed to a beam of high frequency 
radio energy generated by a pre-war 
diathermy set such as doctors use to 
treat patients. 

Tiny fluorescent lamps widely used 
in illuminating bomber cockpits and 
instrument panels are expected to 
have wide application in the postwar 
world. They use so little current that 
they can be left burning night and 
day for illuminating clock faces, house 
numbers, ete. Mr. Hibben demon- 
strated fluorescent lamps made from 


glass pie plates to show that such 
lamps are not limited to tubular 
shape. 

It is claimed that sealed beam land- 
ing lights used on military aircraft 
ean be built with a special filament 
which produces 95 percent heat and 
only five percent light. Mr. Hibben 
sees such a light to be of practical 
use in bathrooms, in a portable foot 
warmer, in a bedroom to eliminate the 
need for heavy covers. For the 
demonstration, bacon and eggs were 
cooked on such a light in four min- 
utes. 


New Glue Process 


A new development in gluing lami- 
nated wood structures, which is be- 
ing watched carefully by military au- 
thorities in Canada and the United 
States, as well as engineers all over 
the continent, was disclosed by Dr. W. 
Gallay, who is in charge of the col- 
loids and plastics laboratory of the 
National Research Council, Ottawa. 

In describing the new development, 
he said: “Many glues require heat to 
make them harden and there is no 
way of getting the heat in. We have 
devised a special electrical means of 
doing this. We take a special chem- 
ical, add it to any glue and use that 
glue as an electrical conductor, so that 
the heat is put in just where needed.” 

An advantage of the new method is 
that the time of gluing up timber is 
tremendously decreased, in the case of 
aircraft propellers being cut down 
from eight days to several minutes, he 
explained. 

The quality of the product is also 
increased and the cost of the work 
done greatly lessened, he contended, 
pointing out that the process didn’t 
call for any elaborate equipment being 
purchased, and that no plant exten- 
sion or specially needed trained per- 
sonnel is required, and that the 
method is so simple that it can be 
used anywhere in any plant without 
preparation. 

Peace time uses of the method are 
visualized to include the construction 
of buildings, 
nated arches, etc. 
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The Kilns Do Their Job at 


ANACONDA 





Ford’s Factory Built House 


is not a “war experiment.” It is the proven product of 
years of successful experience in prefabrication by a New 
York Lumber Dealer, who is willing to cooperate with 
other concerns by furnishing detailed plans, shop layout 
and otherwise help them start immediately in the pre- 
fabrication of farm homes, poultry ghouses, garages, etc. 
At the same time these dealers would establish themselves 
ready for post-war building in the most practical and 
economical way with the minimum amount of capital. 


| This picture shows a solid piled load of lumber ready 
, | for the kilns at Anaconda. Solid piling increases kiln 
capacity. Anaconda now has 10 modem Moore 
Cross-Circulation Kilns. 














Write today for detailed information, or for a personal interview 
at the Northeastern Retail Lumbermens convention, Hotel Penn- 
sylvania, N. Y. C. Phone: Vanderbilt 6-4060. 


IVON R. FORD LUMBER CO. "Newvor«” 
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That’s just one of the 
reasons for the big de- 
mand for this quality 
window material F 
R-V-LITE is transparent, weather- 
proof and shatterproof. R-V-LITE 
storm windows cut fuel bills. 
R-V-LITE keeps heat in, cold out 
and admits sun’s vital ultra violet 
rays freely, thus promoting 
poultry health and greater egg 
yield. No wonder R-V-LITE is the 
nation’s favorite window material. 


IT’S EASY TO SELL... 
R-V-LITE point-of-sale helps, 
backed by national publication 
and radio advertising, make it 
easy for you to build up a profit- 
able sales volume. 


Uy 


Always right on 
the job... wherever 
floor and wall 

coverings ave used 


The 4 al Metals Company 


COLUMBUS 16, OHIO 









ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE 


3459 N. KIMBALL AVENUE, CHICAGO, ILL. 
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Most Lumber Dealers Call AETNA 


when they are in a hurry for 


PLYWOOD and VENEER 


“Largest Warehouse Stocks Under One Roof" 


Same-Day Service 
On Your Inquiries and Orders 


Our New Stock and Price Lists Are Ready for Mailing 


SEND FOR -- 
@ Our new Dec. 15 16-page warehouse stock and 
price list. 
@ Our new Dec. 20 8-page Aetna Trading Post. 
Many new items—some odd sizes in Fir & Pine—also limited 


quantity of Hardwoods in standard sizes now being released 
without priority. 


Our Stocks Include... . 
Over 2!/2 Million Feet of Veneers in a lenge variety of Domes- 
tic and Imported Woods. Also Millions of Feet of Plywood in 
a wide selection of sizes and thicknesses in Fir, Pine, Gum, 
Walnut, Oak, Birch, Maple Mahogany and many other hard- 
woods . . . waterproof and aircraft plywood .. . flush doors 
. . - inlaid wood pictures. 


Our Engineering Department... 
Will help you with your piy- 
wood and veneer problems. 
Do not hesitate to write us 
about your needs in ply- 
wood and veneer. 








1732 Elston Avenue 
Chicago 22, Ill. 


Phone: ARMitage 7100 





























KNIGHT 


Single and DoubleActing Receding 
SET WORKS-Saw Mills, Dogs, Edgers 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St, Cuyahoga Falls, Ohio 








STEPPING & RISERS 








ae 
RAINELLE, W. VA. 


All 
West Vieni 


“Cream of the 


Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, _ Dimension Maple, 


BEVEL SIDING —-Poplar Birch and Beech Poplar, Oak, Basswood Oak and Poplar 


CORRUGATED 
ROOFING 
The 


Lormarrert 
Suclessat 70 
Te old-fashioned 
COWUGaTER 

tron roor, 





DISTRIBUTORS 
WRITE US.7 


50 


Appalachians” 


FLOORING Red and TRIM & MOULDINGS Solid or Edge-Glued 










THE GRISWOLD 
FAILING BLOG 


PACIFIC COAST 
LUMBER PRODUCTS 


Yard Stocks, Long Joists, Long 
Dimension, Plank, Timbers, Ties. 
MIXED CARS. Dependable values. 
Your orders will receive prompt. 
careful attention. Write us about 
your needs. 


LUMBER CO, 
PORTLAND, ORE. 





Lumber 


Douglas Fir 


Treated and Untreated 


Rall and Cargo 











Portiand, Eugene, Seattle, New York, 
Los Angeles, San Francisco, San Diego, Phoenix 


MILLS AT PORT GAMBLE, WASH., 


Division 
Lumber 


Ties Poles Piling 


ST. HELENS, ORE. 
Since 1853 








American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 


Best and cheapest helper for load- 
ing and unloading lumber. Often 
pays for itself in one lumber ship- 
ment. Adjustable to fit openings 
5 to 6 ft. wide: double extension 
roller for door 5 to 8 ft. wide. 








AMERICAN LOGGING TOOL CO., Evart, mich | 








Can be furnished with wood or steel 4 
beam. “American” Logging Tools and |> 


Appliances best on the market. Write 
for catalog and information. 





Mr. Industrial Buyer: Let us sup- 
Ply you with Dense Long Leaf for 
Laundry Machinery, Tank, Planing 
Mill uses. Timbers, Dimension, 
Moore Cross-Circulation Kilns. Ex- 


cellent drying facilities under 
Let us quote. Write us =_— 












FOR YOUR PROTECTION 


Let the Lumbermens representative in your com- 
munity analyze your insurance needs, and tell you 
just what various insurance coverages provide. With- 
out any obligation to you he will gladly audit your 
present policies and help you determine which forms 
are necessary for your peace of mind and financial 
protection. If you don’t know the name of your local 
Lumbermens agent call or write: 


Lumbermens 


MUTUAL CASUALTY COMPANY 


James S. Kemper, President 
CHICAGO Mutual Insurance Building U. &. A. 
L 
umbermens writes all forms of cesualty insurance “ee. 


throughout the United States and Canada. 
panies. 


allied lines written in affiliated fire com 
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- « Reports from 





Information contained in this department comes directly from American Lumber- 
man representatives located in these cities. 


Baltimore, Md.; Buffalo, N. Y.; Cincinnati, Ohio; New York City: Philadelphia, Pa.; Norfolk, Va.; 
Shreveport, La.; Memphis, Tenn.; New Orleans, La.; Jacksonville, Fla.; Houston, Tex.; Birming- 


ham, Ala.;: 


Kansas City. Mo.: St. Louis, Mo.; Minneapolis, Minn.; Portland, Ore.: Seattle, Wash.: 


Spokane, Wash.; Tacoma, Wash.; San Francisco, Calif.; Boston, Mass. 


General Review 


The lumber industry moves over 
into this new calendar year with the 
assurance that hostilities in Europe 
will end before 1944 is completed, or 
as soon as the three allied fronts can 
converge for the final drive that is to 
send Germany back into‘its thorough- 
ly battered and disillusioned country. 
Action will then shift to the Pacific 
and CPA and the other procurement 
agencies in Washington insist that the 
call for American lumber supplies in 
support of our troop movements 
toward Japan will continue to absorb 
most of our mill production in the 
South and on the West Coast. 

It is assumed that with the cessa- 
tion of hostilities in Europe, that Rus- 
sia, Finland and Sweden will be able 
to meet the emergency lumber re- 
quirements of the devastated countries 
of North Europe, and that eastern 
Canadian and our own Northeastern 
lumber production should soon become 
available to the civilian users in that 
section. 

The old, so-called “inexorable” law 
of supply and demand has been out of 
action so long that lumber distributors 
are now concerned as to the most 
promising line of action in the post- 
war markets for bringing production 
into balance with consumption and 
costs into balance with competitive 
market price levels. Already commit- 
tees are at work in Washington devel- 
oping ways and means for disposing 
of Army and Navy surplus supplies 
in such manner as to soften the effect 
upon the nation’s peacetime economy. 
There will be lumber stockpiles and a 
vast footage of used lumber seeking 
a consumer outlet, and it is pointed 
out that if this material is routed into 
the retail yards from Coast to Coast 
in restoring supplies and assortments 
much if not all of this surplus may 
readily be absorbed. 

If this proves to be the trend, and 
directives against home construction 
are cancelled, the mills should be in 
position—with low current stock in- 
ventories — to start from scratch in 
timing their production to a steadily 
expanding domestic demand. If his- 
tory repeats and we follow the pat- 
tern for industry recovery as_ it 
evolved after the “Armistice” of No- 
vember 1918, cessation of hostilities 
in Europe will be followed by a 
prompt increase in the demand for 
lumber, a somewhat higher level for 
the price list and a nation-wide strug- 
gle by labor to hold to wartime wage 





levels. This latter was largely instru- 
mental in discouraging home building 
to such an extent in 1919-1922 that 
the long heralded building boom did 
not get under way until 1922. How- 
ever, early in 1920 the call for lumber 
at every producing center in the coun- 
try was so pressing that the mills in 
the South, West and Northeast were 
running to capacity and (largely) 
shipping their product green from the 
saw. This was strikingly true of the 
hardwoods then being called for in 
vast quantities in the construction of 
automobiles. 

As early as the Spring of 1920 there 
developed a general complaint that 
producers in the far South and on the 
West Coast in soliciting business from 
the more dense consuming centers of 
the North, by mailing stock sheets to 
their correspondents, had closed out 
their offerings to nearby buyers in 
the West and South before the buyers 
in the North could receive their mail 
and wire firm orders for desired lots. 

Our readers have followed the trend 
of the lumber market since Pearl 
Harbor. They are convinced that 
through 1943 they have been dealing 
with a “Buyers’ Market” with Uncle 
Sam as the chief (often the exclusive) 
buyer, and at prices fixed and con- 
trolled by Government which at no 
time has attempted to control or in 
any way limit the labor cost of the 
product. In this situation many mill 
plants have been forced to suspend 
operations. To check this trend the 
War Production Board, the War Man- 
power Commission and Central Pro- 
curement Agency have insisted that 
OPA take proper action. This has re- 
sulted in some belated advances to 
close partially the gap between pro- 
duction costs and maximum ceiling 
prices. 

When a group of ten outstanding 
Northeastern manufacturers conferred 
with the above Bureau chiefs in Wash- 
ington in early December, facts and 
figures were presented to show that 
hardwood production had been cut 
fully 50 per cent and softwood 30 per 
cent. This was due in large part it 
was claimed “to the failure of OPA 
to adjust price levels to compensate 
for the increased cost of production.” 

It is of interest to note that when 
the lumber industry emerged from the 
earlier World War its financial and 
credit standing was well above normal. 
In the present war it is clear that 
while price control of lumber prod- 
ucts has discounted possible usurious 
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profits to the producer, it has laid a 
very heavy hand upon many units of 
distribution both at wholesale and re- 
tail. Under Government control and 
wartime directives, the flow of lum- 
ber through normal channels of dis- 
tribution has been so low as to cause 
many units both wholesale and retail 
to curtail sharply and often wholly 
cease operations for the duration. 

The wholesale price index (1926 
= 100) for lumber was 144.0 for the 
week ended December 25, 1948. 


Demand 


Eastern Market 


At this turn of the year the volume 
of lumber moving in civilian transac- 
tions appears to be down close to the 
irreducible minimum, and on that score 
has not gained in volume within the 
year. Consignments arriving at retail 
yards for replenishing depleted sup- 
plies include chiefly reworked fir ship- 
ped from the West coast in the form 
of heavy rough timbers for which the 
war effort has no immediate use. It 
moves across the country to Eastern 
dressing mills to be reduced chiefly to 
boards and strips, and in .such volume 
that all “milling-in-transit” plants are 
literally swamped with consignments. 
The combination of scant manpower 
and heavy blankets of snow in northern 
sections, causes many delays in this 
type of service, and heavy demurrage 
charges by the carriers. 

The call for boxing and crating lum- 
ber at the war supply plants continues 
to absorb all offerings. Production of 
this type of native stock is far below 
mill capacity both by reason of labor 
searcity and failure of OPA to set up 
prices that will cover current costs of 
operating. With demand continuing to 
exceed supply by a wide margin it is 
fortunate that in the Boston area there 
have been no federal housing projects 
through 1948, and none are contem- 
plated for the current year. Lumber 
distribution in this area has reached a 
stage where most wholesale and retail 
units are marking time as they pre- 
pare for the upward trade surge that is 
quite sure to develop with the cessation 
of hostilities in Europe. In fact these 
units have moved through the entire 
war period with an almost entire ab- 
sence of firm or personal changes. 

A few wholesale units have stepped 
into war production plants for the 
duration, while others have transferred 
their activities to retailing in the emer- 


gency. On the other hand there have 
been retail dealers who have shifted 


wholesale dis- 
best serve the 


retail to 
order to 


largely from 
tribution, in 
war effort. 


North Central Market 


Demand for northern pine has slump- 
ed during the past fortnight, MINNE- 
APOLIS sources report, not only be- 
cause of the usual holiday season lull 
but because some dealers, as they 
frankly explain, have become discour- 
aged at the expenses and fruitless ef- 
fort involved in trying to obtain any 
appreciable amount of material. Such 
dealers have taken a “watchful wait- 
ing” attitude and are ready to try 
making purchases at the first sign of 
a break in their favor. Other dealers 
continue to pick up small consignments 
here and there, mostly poor in grade 
and often in hopes that their orders 
ean be filled some time in the not too 
far distant future. All are agreed that 
the potential demand is as strong as 
ever, particularly in the rural sec- 
tions, and that there would be a brisk 
trade in the larger cities as well if 
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prospective consumers could be as- 
sured oO supplying their needs. Orders 
accepted during the past two weeks by 
mills of the Northern Pine Association 
totaled alout 1,900,000 ft. and the un- 
filled order file figure is approximately 
12,500,000 ft. 


Southwestern Market 


There Yas been no slackening the 
demand for southern pine lumber in the 
KANSAS Ua<TY area in recent weeks. 
The goversiment, through the CPA, has 
been taking the bulk of the output. 
The Federai Reserve Bank of Kansas 
City reports that retail sales generally 
have beén iimited to the amount of 
new lumber raceived. Dollar volume of 
retail line yards in the district during 
November were 4 per cent less than in 
October. For the first 11 months of 
1943 dollar sai¢s were only 1 per cent 
larger than a year ago. November’s 
sales total, however, was 16 per cent 
above a year ago. Requests still are 
largest for comn:on lumber needed four 
boxing and crating, and heavy con- 
struction woods are neglected. 


West Coast Market 


Government domination of the tum- 
ber market has continued now for such 
a relatively tong period of time that it 
is virtually taken for granted so far 
as TACOMA, Wash., lumbermen are 
concerned. (Zuvernment orders continue 
to accumulate ut almost all mills in 
spite of a heavy run of outgoing orders 
and in consequence mills are able to 
devote little attantion to private busi- 
ness. Although ths holiday season is 
normally slack an:. the mills take ad- 
vantage of it 10 complete inventories 
and make necessary plant repairs, the 
steady influx of government business 
materially reducec shutdowns this year. 
Local building has been heavier than 
usual and so y rds have been busy 
meeting this dei and. 

G. H. Grinnell general manager of 
Seaboard Lumber Sales Company, is- 
sued the following New Year’s mes- 
sage: “The lumber industry of British 
Columbia is faced with a larger de- 
mand for lumber and at the same time 
greater production difficulties and 
problems than at any time since war 
was declared in Sept. 1939. Although 
the demand may vary in specifications 
required, we see no possibility of the 
demand being any less during 1944, 
and in view of the shortage of experi- 
enced men in both the woods and the 
sawmills, we do not foresee any in- 
crease in production.” 

The premium on aircraft hemlock 
logs has been taken off by the OPA 
and this is expected to cause an ad- 
verse effect on demand and production 
of this log. However, high grade hem- 
lock production has been rather small. 

Last days of 1943 found government 
and domestic demand still ravenous for 
lumber in the SEATTLE area. Domes- 
tic needs get some relief as Seattle 
builders engaged in war housing con- 
struction will receive a higher priority 
rating on 10,000,000 ft. of lumber in or- 
der to complete projects already ap- 
proved. One shipper said he could send 
20 telegrams and get orders froin yards 
for almost any figure up to 1,000 cars, 
so great is the need for lu'yber. Yards 
want both yard and shed stock but 
releases on yard stock -evwxunnot be 


gotten. 


Softwoods 


The supply of Southern pine wa: cif 
slightly at the year-end on accoun. of 
holiday interruptions and bad weather. 
Also mills are somewhat unsettled as 
they hope for a jack-up of present 
ceiling prices. Such an increase was 
denied by the WPB pending the sub- 


tuission of further evidence of increased 


stumpage prices. 

Production in the KANSAS CITY 
area continues to be retarded by the 
lack of manpower, equipment, trucks 
and the inclement weather. A severe 
cold spell hit the producing regions a 
hard blow in the iast two weeks and 
snows have made it difficult to work 
the woods. The Federal Reserve Bank 
of Kansas City reports that inventories 
of retailers in November declined 4 per 
cent from the previous month and at 
the close of the 11 month period were 
only 1 per cent larger than a year ago. 

The shortleaf pine market is still very 
much upset over the “freezing” order 
that went into effect on Jan. 1, 1944. 
It has been rumored now for some time 
that this order would either be can- 
celled or be amended so that purchasers 
could buy direct from mills or whole- 
salers, their lumber needs for govern. 
ment work provided they could furnish 
an AA 2-X rating or better. It would 
still “freeze” all shipments of lumber 
to others outside of the government or 
engaged in getting out government 
contracts. This method of handling the 
situation would be much better and 
would not cause as much disruption to 
the lumber business. 

So far as production is concerned, 
this has been decreased by the rather 
severe cold weather and heavy snows. 
Much lumber is being held in the yards 
now because the rough stock could not 
be worked while the snow was on the 
boards. Then the Christmas holidays 
upset the labor situation, and many 
mills during this week have had trou- 
ble getting even skeleton crews to 
work. If bad weather continues, the 
production of all kinds of lumber will 
dwindle until the spring weather sets 
in. There is still a great labor shortage 
and as the Army and Navy continue to 
take more, and more, men, this labor 
trouble will be growing worse instead 
of better. It is not a question now, or 
even later, of the mills’ indisposition to 
produce lumber for that is their living. 
The one great trouble at the present 
time is the labor shortage. This has 
been so bad at some mills that drivers 
of trucks delivering iumber have been 
taken off the trucks for days at a time 
so that they could either help on the 
yard, in the mill, or in the woods, in 
an effort to get out lumber. 

The price situation has not changed 
as yet. There is still talk that there 
are going to be changes in the present 
“ceiling” prices. The government needs 
a lot of small dressed framing but since 
the last “ceiling” price was issued, 
many mills have stopped making fram- 
ing because to do so would mean a 
loss to them. Instead, they are resaw- 
ing this framing into boards, and dress- 
ing the boards. In this way, they can 
hope to at least break even on the 
basis of today’s cost of logs, standing 
timber, mill supplies, labour, ete. 


Hardwoods 


Retailers of MEMPHIS looked for- 
ward with eager anticipation to busi- 
ness in 1944 which they believe will 
be better—stimulated by the building 
of a number of new homes, under gov- 
ernment priority, and a number of re- 
conversion projects. 

Hardwood production in the Memphis 
area declined to new low levels, during 
the holiday period, as did acceptance 
of new orders. However, the backlog 
on hand would take the South’s entire 
normal output for more than five 
weeks. The government’s “freeze” or- 
der has been given serious considera- 
tion by the industry, members of which 
say the government has been getting 
the output anyway. 

Oak flooring manufacturers were up- 
set by the freeze crder cn hardwoods 
and sent a delegation to Washington. 
There they were informed that they 
were considered producers and the flow 


of logs or luwyives to their mills would 
not be affected by the order. The sale 
of oak flooring. nowever, is affected and 
as the government still has sizeable 
home building preiects in the blue print 
stage or appi--yed for priority the oak 
flooring mills wie assured that they 
won’t be abie t+ accumulate stocks. 
Demand is fur in excess of production 
which is curront:y running at about 
25 per cent of normal. 


Logs 

The steady operating schedules that 
have been muistained by TACOMA, 
Wash., lumber rmills during a holiday 
season that in ordinary times calls for 
reduced production, is making heavy 
inroads in ley supplies and operators 
are showing mu:kKed concern as their 
supplies dwindle. Some logs are being 
shipped in Hy truck and by rail and 
these are helpizrg to alleviate the prob- 
lem, but the situation nevertheless is 
serious and iex buyers are adding 
many furrows to their brows. Inven- 
tories are being taken and repairs are 
being made in stride, since plants are 
reluctant tG attempt the customary 
holiday closurey lest they fall too far 
behind on production. 


° 
Shingles 

Shingle produstion has been around 
40 per cent tlhe past month. July 4th 
and Christmas nave traditionally been 
periods when snutdowns were made for 
overhaul ana repairs and though less 
of this was dene this year closures 
were extensive enough to materially 
reduce manufacturing. New. shingle 
prices effective Nov. 1 are working out 
all right but miil owners have just re- 
ceived notice that they must pay 5 
cents an hour iuacrease to all employes 
retroactive to April ist. This came 
from the war lubor board and was ap- 
proved by the director of stabilization. 
Workers were x2}lso granted 95 cents an 
hour for all standby time after the 
first 15 minutes. The employers tried 
to get relief for make ready time but 
this was not granted. 

One mill opevator stated that this 
pay increase wiil cost him about $3,000. 
The recent priee increase in shingles 
covers but a fraction of this retroactive 
period. Due to tack of labor and logs 
all mills have had to curtail during 
1943 and this has increased overhead 
with the result that many mills have 
had an unprofitable year. 





Adoption of Part Steel Truck 
Body Will Not Reduce 
Lumber Needs 

The announcement of the intention 
to adopt a composite wood-steel cargo 
truck body during the last half of 
1944 for military use does not mean 
any reduction in the 1944 estimates 
of lumber requirements for Ordnance 
vehicles. Total requirements, it is 
said, may be greater because of addi- 
tional schedules. 


Farmers Retain Draft Status 
in Spite of Woods Work 


Draft boards in the South have been 
ordered to grant permission to farm- 
ers to work during slack seasons in 
pulp wooed cutting, lumbering or other 
essential occupations without losing 
their draft deferment status. An an- 
nouncement to this effect was made by 
the Atlanta regional office of the War 
Ma::¢ower Commission. Previously 
son.e farmers refused to do part-time 
work at saw mills and in timber cut- 
ting for fear of being drafted. 
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National Production, Shipments, and Orders 


Following is the National Lumber Manufacturers’ Association’s report for 
the week ended Dec. 25, covering mills whose statistics for both 1943 and 
1942 are available, and percentage comparisons with statistics of identical 
mills for the corresponding period of 1942: 


Av. No. Per- Per- Per- 
Mills Production cent Shipments cent Orders cent 
SOFTWOODS: Rpte. 1943 of 1942 1943 of 1942 19438 of 1942 
Southern Pine ...... 93 12,824,000 104 15,557,000 100 10,322,000 67 
West CeeSt® .. 0 cies 142 83,966,000 123 86,661,000 99 91,351,000 125 
Western Pine ...... 102 50,149,000 106 57,181,000 S4 56,617,000 69 
Calif Redwood..... 13 6,406,000 218 9,100,000 193 25,808,000 52 
Southern Cypress... 7 583,000 E54 881,000 6S 716,000 6B 
Northern Pine ...<.. 6 35,000 6 1,750,000 111 2,235,000 339 
No. Hemlock .......; 9 683,000 AG 494,000 we 619,000 120 
HARDWOODS: 
Southern Hdwds.... {77 6,362,000 119 6,708,000 95 5,982,000 101 
Northern Hdwds.... 9 972,000 133 1,187,000 SO 745,000 104 
FLOORING: 
MO hain ane! aie 2) Stbvenmne eae 65 3,057,000 104 4,246,000 121 2,271,000 SD 
SMM fn cos ea buneente 11 487,000 G5 107,000 44 344,000 51 
11943 production all West Coast mills 130.3 pereent of 1942 for comparative 
week; 92.8 percent year to date. 
tUnits. 





Relation of Unfilled Orders to Stocks 


Following is a statement of seven groups of identical mills of unfilled orders 
and gross stock footage on Dec. 25, and reports of identical mills for corre- 


sponding period of 1942: 


No. of 
Mills Uin 
SOFTWOODS: tpte. 943 
Southern Pine ... . 93 103,347 000 
West Coast ..... oe 242 799 409, OGO0 
Western Pine . 102 5 32,376,000 
Calif. Redwood ... 13 168, 000,000 
Southern Cypress. . 7 4,785,000 
Northern Pine .. : 6 12,885,000 
No. Hemlock** ..... 8 5,002,000 
HARDWOODS: 
Southern Hdwds.... 2°77 44,079,000 
Northern Hewds.**, 9 5,578,000 
FLOORING: 
BE Praekareacderaint eeuale eer 75 22,473,000 
Sante’ i se 9p te nes ae 11 6,612,000 
**Unfilled orders reported by 8 and 
tUnits. 


filled Oréers 


Gross Stocks 
1943 1942 
105,901,000 134,800,000 
366,121,000 443,004,000 


1942 
103.4322,000 
832,654,000 


421,2:.7,000 739,806,000 $91,596,000 
88,82. 000 70,833,000 163,639,000 
14,555,900 27,420,000 62,689,000 
12,055 :.90 48,645,000 55.310,000 
$,619,6v0 7,987,000 15,001,000 
69,683,000 151,554,000 202,600,000 
8.479.200 10,983,000 31,846,000 
18,056,000 6,065,000 62,669,000 
5,922.000 2,209,000 6,999,000 
mills, respectively; stocks by 9 milis. 





Southern Hardwoods 


Following are ranges of f. o. b. mill 
prices on rough, air dried southern 
hardwoods, from reports of sales made 
during the week ended Dec. 29: 








Quartrd. Red Gum Mixed Oak 
Fr AS— Sound Wormy— 
eee 102.60 ee 32.00 
mo. 1 & Sel.— _ Elm 
! a a7.00 rAS— 
Quartrd. Sap Gum 4-4 ... 49.50 
FAS— No. 1 & Sel.— 
oe 76.50 7 4-4 ... 39.50 
No. 1 & Sel.-- No. 2 Com.— 
Se 61.50 4-4 . 34.00 @ 34.50 
Plain Sap Gum _Plain Sycamore 
FAS— FAS— ee 
4-4 62.50 a ee 53.50 
No. 1 & Sel.— No. 1 & Sel— — 
4- Se 48.50 4-4. 43.50 
oe 53.50 | No. 2° Com.— nee 
No. 2 Com.— . ee 32.50 
4-4 34.50 Magnolia 
ae 38.90 | No. 1 & Sel.— 
» 53.50 
Guartered Black tg i. Titi 
x or 
No. 1 & Sel.— 4-4 1... 42.50 
Wee 2x6 49.00 Pecan 
; FAS— 
Plain Black Gum ‘2 61.00 
No. 2 Com.— = ae 63.50 
ee 34.00 No. 1 & Sel.— 
10-4 42.00 ae 44.50 
> a " No. 2 Com.— 
tee oe lo 4-4 ths 29.00 
4... = 84.50 | 5-4 $0.50 
Plain White Oak ., Hackberry 
No. 1 & Sel.— FAS— aici 
deg 52.00 4-4 - 49.00 @49.50 
tai No. 1 & Sel.— 
Plain Red Oak 4-4 . 39.00 @ 39.50 
No. 1 & Sel.— No, 2—-Com.— 
_ 50.00 | 4-4 - 34.00 @ 34.50 


Western Pine Summary 


The Western Pine Association re- 
ports as follows on cperation of iden- 
tical Inland Empire and California 
mills during the week ended Dec. 25: 


Comparative Report of 102 Millis: 

Dec. 25, 3543 Dee. 26, 1942 
50,149,600 47,380,000 
57,183,599 68,347,000 





Production .... 
Shipments 


Orders rec’d.. 56,617,606 $2,268,000 
Report of 102 Identien! Mills: 
Dec. 25,1948 Dec. 26, 1942? 


Unfilled orders 332 376,900 
Gross stocks.. 739) 806,000 


Report of 102 


421,237,00 
$91,396,00v 


Identical Mitls: 


—_—, for Year tc Date-, 
19 1£42 
Production 8,768. 109, 000 4,124.2x2,é0 
Shipments ... -4,096,527.000 4,698 276.09 
OFPGEPS. 2660.6. 4,019,309,000 4,793,446.900 





Southern Pine Statistics 


Following is a summary of reports 
from southern pine mills for the week 
ended Dec. 25: 


Number of Mills, 133. Units}, 77 


Three-year aver. prod.*...... 24,268,000 
Actual production .......... 14,631,000 
i ae 14,565,000 


Number of Mills, 133 
Unfilled OFfG6GPS: ..66...0ecsce 108,519,000 
UMGOIG StOCKS 2... 066 eck ccees 13,036,009 
*Oct. 30, 1939 to Oct. 31, 1942. 
yUnit is 316,000 feet of “3-vear aver- 
age” production. 
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Nationally Advertised 
Aromatic Red Cedar 


CLOSET LINING 
LUMBER 


Packaged 
and Sealed 
GUARANTEED 
90% Red Heart or Better 





PRODUCT OF 


GEo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


LINDSEY ~ sero 


Self-Loading 222" 
Skidders 


are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 
Laurel, - Miss. 


















VEST POCKET 
READY RECKONER 


A useful vest pocket manual 
including a lumber calcula- 
tor for standard sizes, log 
rules, estimated weights of 
lumber and miscellaneous 
useful lumber tabulations. 


Prepaid, 50 cents 


"AMERICAN LUMBERMAN, Pablisher 


139 N. Clark St. Chicago 2, Illinois 
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Smooth-end-trimmed COMMON. / 


OREGON - AMERICAN 


| =| LUMBER CORPORATION 
VERNONIA, OREGON 
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HANDLING IN YOUR YARD 





Save space—time—costs—release men 
for productive work—handle lumber with 
conveyors. 

Write for special! bulletin AL-200 de- 
scribing Standard 
Conveyors designed 
to speed and cut the 
cost of handling in 
lumber and building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St. Paul, Minn. 

















‘Our flooring plant is modern through- 

out. For well-manufactured Maple 
and Birch flooring specify “Diamond 
Hard.” 


















WANTED: $tite noents 


| MPRESSURE PROCESS o 
FIRE PROOF 


Wood Lumber & Timber 
**12U. S. PLANTS °° 
Get Circular 104A Now 
Answers 31 Questions 


103 Martmay Square, Kenilworth, N. J. 
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Wood Forming Plastic 181 


“Tru-Test” works like putty and 
hardens into wood that can be sawed, 
planed, tooled, whittled, painted, 
varnished. 


It adheres to 
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| Wood-Forming 
Cornstock 
.. Plastic —_ | 


stained or 





















wood, metal, or stone, and will hold 
nails or screws. It is weatherproof 
and waterproof. Small quantities may 
be purchased in tubes, 4 pound to 25 
pounds in cans or pails. 


“Lumber Industry Facts" 


The 1943 edition of this data book 
has just been released. It contains 78 
statistical tables and 23 charts. The 
table of contents covers six major sub- 
divisions of material: Raw Material— 
The Forest, Lumber and. Timber 
Products, Lumber Production, Lumber 
Shipments, Lumber Consumption, and 
Pulpwood, Pulp, and Paper. A chap- 
ter on The Forestry Situation reviews 
pertinent legislation. Another out- 
lines the objectives and activities of 
the National Lumber Manufacturers 


BAO DUC I S| 


LITERATURE! 


Association. A complete cross index 
facilitates the location of specific in- 
formation. q 

Single copies will be mailed upon f 
request to the Statistical Division, 
National Lumber Manufacturers Asso- 
ciation, 1319 18th St., N. W., Wash- 
ington 6, D. C. 


Apex Loose-Leaf Binder 183 . 


A new, durable binder designed by ff 
The Heinn Company is especially rec- 
ommended for catalogs, price lists, in- 
ventory records, etc. The sheets lie 
flat and are easily removed. The 
binder has 50% expansion. It may be 
obtained with a removable back which 
allows a change in title when the sub- 
ject matter is changed. 


New File 184 

A new type of file made of hard, § 
high strength cemented carbide com- § 
positions has been developed by Ken- 7 
nametal Inc. R 

It is claimed that the new Kenna- 
metal file permits greater filing 
speeds, is far more durable than the 
average file and can be used to file 
revolving work pieces without reduc- 
ing speed. It will cut steels of a hard- 
ness up to 62 Rockwell C and does 
a noteworthy job: on cast iron and 
brass. High-carbon, high-chromium 
steels have been filed at 800 s.f.m., 
with the files still in good condition 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 


181 
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after three weeks of use. At the pres- 
ent time, Kennametal files are avail- 
able in one size, 11” long, %4” wide, 
and %” thick. 


New Commercial Luminaire 182 


A new eggcrate-louvred luminaire 
conforming to latest W.P.B. metal lim- 
itations has just been announced by 
The Edwin F. Guth Company. This 
new model produces high intensity, 
comfortable-quality illumination for 
offices and drafting-rooms. By reason 





of its open-type construction, loose 
dirt falls to the floor, and the vertical 
louvres and side-wall surfaces make it 
difficult for dust to settle. Designed 
for close-ceiling or ceiling-suspensions, 
the Futurliter can be mounted singly, 
or end-to-end in continuous runs for 
50 to 75 foot-candle installations. 


New Forest Ad Book 


The third edition of newspaper ad- 
vertisements for forest products in- 
dustries is now ready. The proof book 
contains 44 complete advertisements, 
as well as special borders and miscel- 
laneous designs intended to assist log- 
gers, mill operators, paper companies 
and allied industries in preparing lo- 
cal newspaper advertising campaigns. 
Mats are furnished without charge. 

To obtain proof book, write to 
American Forest Products Industries, 
1319 Eighteenth St., N. W. Washing- 
ton 6, D. C. 


News from General Electric 


Only a few of the developments in 
science and research unfolded during 
the past year in the laboratories of 
General Electric Co. can be reported 
at this time because of the company’s 
concentration on war materials. 
Among the items on which informa- 
tion is available are the following: 


PLASTICS—During the past year 
General Electric had in active use 
more than 3000 molds. Included in 
the products were parts for tele- 
phones, instrument cases, radio 
equipment, parts for guns, airplanes, 
and barrage balloons. Laminated 
plastics by the thousands of tons was 
used for instrument panels, switch- 
boards, and in electrical controls of 
vessels. Low pressure molding was 
one of the important developments of 
the year. 


SILICONES—From compounds of 
silicon can be made new resins which 
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are far more heat-resistant than or- 
ganic resins. Insulation is one im- 
portant application. 

Dri-film was developed as a new 
water repellent. Such materials. as 
ceramics can be given an invisible 
film which prevents the formation of 
a condensed film of water. 


VARNISHES—New varnishes that 
require no volatile solvent have been 
applied to a multitude of war prod- 
ucts and General Electric foresees in- 
numerable possibilities for this new 
family of varnishes. The raw mate- 
rials are readily available and inex- 
pensive. 


PRECISION CASTING—The wax 
molding process used by dental lab- 
oratories to cast inlays was applied 
to the production of many war items 
involving special alloys that cannot 
be forged to shape. Complicated 
metal parts were so accurately shaped 
by the wax process that further ma- 
chining was unnecessary. 


APPLIANCES—Such items as re- 
frigerators, ranges, toasters, irons, 
washing machines, etc. gave way al- 
most entirely to war production. 


COMMUNICATION — New equip- 
ment for transoceanic and shore-to- 
ship service, and a new international 
broadcast transmitter were designed. 

Sound Amplifiers—For small gath- 
erings such as church fairs and clubs 
there was developed an_ enclosed 
sound amplifier of the portable type. 
Another amplifier was designed spe- 
cifically for reproduction of telephone 
conversations and voice dictation on 
records. 


Recording—Sixty-six minutes of 
continuous speech can be recorded on 
11,500 ft. of hairlike steel wire on a 
spool no larger than a doughnut, in a 
new type of wire sound recorder. The 
speech can be “wiped off” magneti- 
cally and the wire used for future re- 
cordings. 100,000 reproductions have 
failed to alter its quality. One of its 
most important uses at present is in 
observation planes. 


ILLUMINATION—Several hundred 
types of miniature lamps were devel- 
oped, many of them of the tiny “grain 
of wheat” variety for use in instru- 
ments for doctors and surgeons of 
the Medical Corps. 

Several new types of flash tubes 
were produced giving repeated, in- 
tense flashes of one-millionth-second 
duration. Highspeed photography was 
one application of these tubes. 

A device by which cloud ceilings 
and the rate at which they are lifting 
or lowering can be determined day 
and night was developed in conjunc- 
tion with the U. S. Weather Bureau. 


SYNTHETIC RUBBER—Hundreds 
of accurately timed, sequential opera- 
tions must be performed in the manu- 
facture of synthetic rubber. General 
Electric developed a timer which au- 
tomatically controls these operations. 
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OZAN PINE 





For 





st Tree Seedlir 


A 4-Point Plan of 
Forest Management 


®Selective Harvesting of Timber 
@® Forest 
Nature 


Planting to Supplement 


®Conservation and Utilization 

® Forest Fire Control 

Ozan’s forest policies are equally 
as progressive as its manufactur- 
ing methods. Plan to obtain your 
after-the-war lumber needs from 
Ozan. 


Ozan Lumber Co. 
Prescott, Ark. 


CEP 6 FS ee 


Se i ee tet iit ietieaineedel 4 
ed 
i ee ee 


Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
Ww 


Wire for quotations 


Vital Forest Tax 
Relief Pending 


The most important step proposed 
in many years toward putting good 
forestry on a financially sound basis, 
is pending now in Congress for con- 
sideration soon after Congressional 
sessions are resumed this month. It 
consists of an amendment to the pend- 
ing general revenue bill approved by 
the Senate Finance Committee last 
week, and specifies that the federal 
taxing of the values created by the 
growing of timber, assessed at the 
time it is cut or sold, shall be on a 
capital gains basis instead of being 
subjected to the higher schedules of 
income and excess profits tax rates 
applicable to ordinary incomes. 

Indication that this tax reform will 
be enacted was given when the Senate 
Finance Committee incorporated it as 
a corrective amendment to the general 
bill which it reported to the Senate 
on Dec. 21. If approved by the Senate, 
the bill—with the amendment—will be 
returned to the House, and after con- 
sideration by a Conference Committee 
consisting of ranking majority and 
minority party members of the tax 
committees of the Senate and House, 
it will have reached the stage for final 
action. 

Proponents of the measure now are 
frankly optimistic that the reform will 
become law. As such, it would repre- 
sent the culmination of a year of 
vigorous activity by the members of 
the Forest Industries Committee on 
Timber Valuation and Taxation, aided 
by technical advisors, counsel, and the 
staff of the National Lumber Manu- 
facturers Association which for many 
years has advocated within the forest 
industries a basic tax reform of this 
kind. 

Under the present tax law, as 
pointed out in testimony before the 
Senate and House committees, there 
are certain inequities in the taxation 
of income from timber which amount 
to a serious handicap on persons and 
companies who own and grow forests 
—upon individual owners of small 
tracts as well as upon owners of large 
holdings. 


Individuals or companies which sell 
their timber on the stump outright to 
others have been permitted to figure 
the tax on their gain upon a capital 
gains basis. This has meant a maxi- 
mum tax rate of 25 percent, or a lower 
rate in the case of smaller incomes 
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either of corporations or of individ- 
ual owners. 

In contrast, if the same individuals 
or companies desire to grow new crops 
of timber upon the same land and 
therefore sell the timber on a cutting 
contract basis, retaining ownership of 
the land and of timber not ready for 
harvesting, their financial return from 
the transaction has been treated as 
though it were current income as from 
a “lease”, and is subjected to the or- 
dinary income tax, with rates rang- 
ing as high as 93 percent in the case 
of individuals and 90 percent in the 
case of corporations. 

Likewise, an individual or company 
which harvests its own timber is taxed 
on the increase in the value of the 
growing forest when it is realized 
upon cutting of the timber as though 
the entire increase in value has oc- 
curred in the year in which the har- 
vest is made, on the basis of ordinary 
income tax rates rather than on the 
capital gains basis. In effect an owner 
is denied the more moderate taxation 
on the capital gains basis merely be- 
cause he cuts his own timber instead 
of selling the same timber to someone 
else to cut. 

Proponents of the amendment be- 
lieve its enactment would have three 
results of major importance. The 
first would be immediate financial re- 
lief for numerous owners of forests 
and woodlands who have found that 
upon cutting their timber and manu- 
facturing it into lumber, pulp, or 
other products urgently needed in the 
war, they have left after taxes only 
a fraction of the value which the same 
timber had before it was cut. The 
remaining fractional portion, they 
have found, is not nearly the replace- 
ment cost of the timber, and may in- 
clude nothing whatever as recompense 
for labor expended by the owner in 
growing and protecting the forest. 

A second major effect of the amend- 
ment would be to encourage greater 
harvesting of timber for the imme- 
diate needs of the war, by imposing a 
bearable tax instead of an unbearable 
penalty upon values realized from har- 
vesting. In some instances, owners 
who had mortgaged their property in 
previous years when anticipated taxes 
left assurance that the eventual reali- 
zation would be sufficient to pay the 
taxes and the mortgage, have found 
that under present income tax sched- 


ules there would not be sufficient re- 
turn to repay the borrowed capital. 
Such owners were threatened with in- 
solvency if they harvested their tim- 
ber. 

Third major result of the amend- 
ment, in the belief of forest industry 
leaders, is that it would do more to 
encourage growing of timber for the 
future than any action taken by the 
government up to this time. 

Members of the industry committee 
which developed the program and car- 
ried the appeal for tax reform to the 
House and the Senate were: 

Chairman, E. B. Tanner, vice presi- 
dent and treasurer, Western Manage- 
ment Company, Portland, Ore.; Vice 
Chairman, P. A. Bloomer, Louisiana 
Long Leaf Lumber Company, Fisher, 
La.; George Birkelund, Baker-Fent- 
ress Company, Chicago, Ill.; John W. 
Watzek, Jr., Crossett-Watzek-Gates, 
Chicago, Ill.; Charles W. Briggs, 
Briggs, Gilbert, Morton & Macartney, 
St. Paul, Minn.; A. A. D. Rahn, Shev- 
lin, Carpenter and Clarke Company, 
Minneapolis, Minn.; Paul W. Olson, 
Crown Zellerbach Corporation, San 
Francisco, Cal.; Walter E. Lincoln, St. 
Regis Paper Company, New York, 
Ns. 2 

The Tax Committee was formed in 
1942, at a meeting of the National 
Lumber Manufacturers Association, to 
whose attention the problem had been 
called by Wilson Compton, secretary- 
manager. Actually, Dr. Compton had 
suggested repeatedly in previous 
years that there was a potentially se- 
rious situation inherent in the federal 
tax practices with regard to forest 
enterprise. New higher general in- 
come tax rates stimulated the forma- 
tion of the committee. 


Members of the American Paper 
and Pulp Association joined with the 
National Lumber Manufacturers Asso- 
ciation in supporting the committee. 
Others who gave important assistance 
included the American Turpentine 
Farmers Association, and the Forest 
Farmers Association Cooperative. 


_ With the additional assistance of 
Henry Bahr, attorney, and other mem- 
bers of the staff of NLMA, the com- 
mittee at once swung into a year of 
concentrated activity. The services of 
David T. Mason, outstanding forest 
engineer, of Portland, Ore., and of 
Lovell H. Parker, Washington tax ex- 
pert, formerly chief of the staff of the 
Joint Committee of Congress on In- 
ternal Revenue Taxation, were em- 
ployed, and with the cooperation of 
all of the active participants the tech- 
nical steps necessary to appeal to 
Congress were devised. 

Last October, the industry commit- 
tee was given a hearing by the House 
Ways and Means Committee, at which 
time Mr. Parker presented the case 
and outlined a suggested amendment. 
At the same time, letters endorsing 
the proposals of the committee and 
the results which could be expected to 
develop from their adoption were in- 
troduced in evidence. 
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- - « PEOPLE & PLACES 





Weighing nine pounds and five 
ounces, Herbert Alexander Vance, Jr., 
arrived on Dec. 22 at Doctor’s Hos- 
pital, Washington, D. C. Alex and 
his mother are doing very well. The 
father is Lt. Comdr. Herbert A. Vance, 
U.S.N.R., in charge of the publication 
division of the Navy Bureau of Aero- 
nautics, and publisher of the American 
Lumberman. Alex is the first child 
born to Commander and Mrs. Vance, 
and the first boy of his generation to 
be born in the family relationship. 
Alex arrived on the eve of his dad’s 
departure on an inspection trip in the 
southwest Pacific war zone. 

John P. Gregg, who was associated 
with the late James S. Joyce for 23 
years, has succeeded to the manage- 
ment of the Joyce interests. Mr. Gregg 
maintains headquarters in the Bell 
Building, Chicago. 

The Highland Lumber Corp. has 
been chartered to do business in tim- 
ber and wood of all kinds at Rich- 
mond, Va. The new corporation has 
a capital of $25,000 and Thomas L. 
Ruffin is president. 

Henry Neff Anderson, son of Lt. 
Comdr. H. N. Anderson, Aberdeen 
(Wash.) lumberman now on active 
duty with the United States Naval 
Reserve, recently was graduated from 
the Aviation ordnance school, naval 
air technical training center, Norman, 
Okla. He received the rating of sea- 
man first class and will be assigned to 
duty. He enlisted in the navy last 
May. 

Three Tacoma (Wash.) lumbermen 
have been appointed by OPA to a 
Douglas fir door industry advisory 
committee, Arthur J. Krauss, Pacific 
Northwest district director, Office of 
Price Administration, announced. They 
are Norman O. Cruver, vice president 
and general manager, Wheeler-Osgood 
Sales Corp.; C. T. Eckstrom, president, 
Monarch Door & Manufacturing Co., 
and J. P. Simpson, vice president and 
general manager, Buffelen Lumber & 
Manufacturing Co. Also appointed to 
the committee was Morris Sekstrom, 
manager of the plywood and door 
division, Simpson Logging Co., Mc- 
Cleary, Wash. 

Pre-war, it was Henry L. 
assisting purchasing agent of the 
Brooks-Scanlon Corp., Foley, Fla. 
Now it is Second Lieut. Hart, as late 
in November he acquired his gold 
bars, also his navigator’s wings at 
Mather Field, Calif. Lt. Hart was a 
visitor at Foley after his graduation. 

The Futrell Bros. Lumber Co., hav- 
ing recently sold its operation at Den- 
ton, N. C., has moved its office to the 
lumber mill at Vass, N. C. 

For many years sales manager of 
the Wier Long Leaf Lumber Co., 
Houston, Tex., prior to the cutting 
out and liquidation of that company, 


58 


Hart, 








and more recently manager of the 
War Housing Center in Houston, E. E. 
Hall has opened a lumber commission 
office at 1315 Second National Bank 
Building, Houston. 

Retail lumber yard managers of the 
Wilkinson Co., Inc., operators of a 
line of yards in Indiana, with head- 
quarters in Indianapolis, met in 
Franklin, Ind., on Dec. 3 and 4 for a 
sales parley and postwar planning 
conference. 

Decorated with the Order of St. 
John of Jerusalem, R. J. Filberg, man- 
ager of the Comox Logging & Rail- 
way Co., Comox, B. C., was unable 
to be present at the ceremony in Ot- 
tawa. The honor is in recognition of 
Mr. Filberg’s services in safety and 
first aid work on the Coast. Mr. Fil- 
berg is president of the B. C. branch 
of the St. John Ambulance Associa- 
tion. 


Col. Leslie H. Ross, who until enter- 
ing the armed forces had been general 
manager of the Fuller-Goodman Co. 
at Oshkosh, Wis., has been named as 
new chief of the military training 
and operations section of the air serv- 
ice command headquarters, Patterson 
Field, Ohio. Prior to this new assign- 
ment, Col. Ross has been executive 


officer of troops and commanding offi- 
cer of the Third station complement. 
Since last May he has been chief of 
the personnel and training section. 

The Lumbermen’s Association of 
Texas, through its president, C. T. 
Vaughan, and its executive vice presi- 
dent, Gene Ebersole, this year declared 
extra dividends and splurged by send- 
ing checks to its members and friends. 
The vouchers, drawn on “The Bank 
of Good Cheer,” were for 365 days of 
happiness throughout the New Year 
and other years to come. The editor 
of this department intends to cash in 
on this check, extends thanks to the 
Texas lumbermen for their generosity, 
and reciprocates the good wishes. 


Timber Lumber Co. mill at Conroe, 
Tex., which was destroyed by fire on 
Thanksgiving Day, is being rebuilt. 
The planer and lumber stocks were 
not damaged by the fire. 

Two additional Washington lumber 
mills, the Weyerhaeuser Timber Co.’s 
Willapa Harbor Lumber Mills at 
Raymond, Wash., and the White Star 
Lumber Co., Whites, Wash., have been 
awarded the Army-Navy “E” pro- 
duction award for outstanding 
achievement in producing war mate- 
rials, the War Department announced 
Dec. 20. 

Despite his near four-score years, 
E. G. Swartz, long time president of 
the Burton-Swartz Cypress Co., Perry, 
Fla., and currently one of the large 
stockholders of the Lee Cypress Co., 


Completes Payments Ahead of Schedule 


By completing its contract pay- 
ments as much as six years ahead of 
schedule, Geo. Silbernagel & Sons Co., 
well known millwork concern at Wau- 
sau, Wis., recently took title to certain 
property which is now occupied by 
the company’s woodworking opera- 


Edward G. Silber- 
nagel, president of 
Geo. Silbernagel & 
Sons Co., Wausau, 
Wis., (left) shown 
handing over check 
to City Treasurer 
Amos Alford, while 
Mayor Herbert A. 
Giese (seated) 
hands deed to Ber- 
nard J. Silbernazel, 
vice president of the 
Silbernagel company 


tions and which was acquired under 
contract from the city of Wausau back 
in the depression days of 1934. Action 
of the company in requesting title to 
the property upon payment of the 
balance was characterized as indica- 
tive of “future expansion by a com- 
pany that is locally owned and locally 
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controlled.” 

The company, which had 70 em- 
ployees at the time the contract was 
entered into in 1934, now employs 
more than 800 persons, including 500 
women, and is chiefly engaged in war 
production. About 450 former em- 





ployees are now serving in the armed 


forces of the United States. Since 
originally buying the property, the 
company has paid out over $3,263,066 
in salaries and wages. 

Edward G. Silbernagel is president 
of the company and Bernard J. Silber- 
nagel is vice president. 
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which took over the Burton-Swartz 
operations last year, journeyed from 
his New Orleans residence to his Flor- 
ida hunting camp to help open the 
season for shell-rationed Nimrods. No 
reports were received of the size of 
the bag, but it is presumed that the 
Swartz camp captured its full allot- 
ment. 


About 350 employees and plant of- 
ficials of the Jasper (Ind.) Wood 
Products Co. and 150 guests attended 
the first annual employer - employee 
dinner dance held at the Sportsman’s 
Club in Jasper. Almost 500 pounds 
of turkey were served at the dinner. 


George D. Dye, Wolcott, Ind., has 
completed fifty years in the lumber 
business. The company is at present 
being operated as George D. Dye & 
Son. Mr. and Mrs. Dye, who are look- 
ing forward to their fiftieth wedding 
anniversary next fall, have three 
daughters and two sons; Robert is 
associated with his father in business 
at Wolcott and Russell has operated 
a lumber yard in Monon for twenty 
years. 

Mrs. Dorothy Wright, now recuper- 
ating from a heart ailment in the 
Leland Stanford Hospital, San Fran- 
cisco, Calif., has been re-elected presi- 
dent of District No. 9 of the Ohio 
Association of Retail Lumber Dealers. 
Mrs. Wright, who was_ suddenly 
stricken on a train near Cokeville, 
Wyo., was on her way to pay a busi- 
ness visit to mills on the West Coast. 
Considered one of Ohio’s leading busi- 
ness women, Mrs. Wright has oper- 
ated the Cedarville Lumber Co., Ce- 
darville, Ohio, since the death of her 
husband, Ancil Wright, in 1936. 


The Benson Lumber Co., 1350 Six- 
tieth Street, Brooklyn, N. Y., had 
building and stocks damaged by fire 
on Dec. 16, with loss estimated at 
$40,000. 


The Gerrard Co., Inc., Chicago, IIl., 
(“The Tie That Binds”), is now known 
as Gerrard Steel Strapping Co., to 
better identify the organization with 
the product it manufactures and dis- 
tributes. The change in name was 
effective Jan. 1. The company makes 
strapping machines for cartons, boxes, 


crates, bundles, cases and carload 
stowage. 
Morsches Lumber Co., Columbia 


City, Ind., had its newly remodeled 
retail office section destroyed by fire 
on Dec. 23, with loss unestimated. The 
contents of another building, southeast 
of the office, were ruined by water. 


A fire started by an explosion in a 
paint shop caused the destruction of 
a building nearly a block long that 
housed the Statton Furniture Co. and 
the Hagerstown Wood Products Corp., 
in Hagerstown, Md., on Dec. 23. Phiio 
A. Statton, the president of the furni- 
ture company, estimates his loss at 
several hundred thousand dollars, 
while Morris Federman, president of 
the wood products company, puts his 
damage at $100,000. 
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Forest Fires Extinguished 


Forest fires that had been burning 
over several eastern Kentucky areas 
for weeks were at length extinguished 
on Christmas morning by rain and 
heavy sleet, the heaviest in the terri- 
tory in many years. Foresters had 
been fighting the flames for weeks. 
Until Christmas there had been no 
rain for months, and it was the driest 
early winter weather known in that 
section. Thousands of acres were 
burned over and great damage done. 


Yards Hold Election 


Cavin Lumber Yards, Associated, 
founded by the late Will A. Cavin and 
associates and operating a chain of 
ten retail lumber and coal yards in 
Michigan, held their annual meeting 
of stockholders and directors Dec. 15 
and 16 at the home office of the yards, 
the Will A. Cavin Office, in Sturgis. 

M. S. Rudisill was elected to head 
the group as president of each com- 
pany. TT. H. Van Buren was elected 
vice president of five of the corpora- 
tions, and Miss Cleopha R. Schuler, 
who was Mr. Cavin’s private secretary 
for 26 years and auditor and office 
supervisor for the yards, was elected 
general secretary. 

Mr. Rudisill who was associated 
with Mr. Cavin from the beginning, 
was a director and secretary of each 
of the companies since their inception, 


and for nineteen years was manager 
of the Niles Lumber Co., oldest in the 
group. In 1935 Mr. Rudisill went to 
Sturgis to be more intimately asso- 
ciated with Mr. Cavin in home office 
duties and he was then made general 
manager of the group, which includes 
the Niles Lumber Co., White Pigeon 
Lumber Co., Edwardsburg Lumber 
Co., Quincy Lumber Co., Vicksburg 
Lumber Co., Marcellus Lumber Co., 
Paw Paw Lumber & Coal Co., Lawton 
Lumber & Coal Co., Cass County Lum- 
ber & Coal Co., and Vandalia Lumber 
& Coal Co. 


Receives Additional Honors 


Capt. Harold H. Jones, Jr., 7th 
Ferrying Command, U. S. Army Air 
Corps, by direction of the President, 
has been awarded a bronze Oak-Leaf 
Cluster by the War Department in 
addition to the Distinguished Flying 
Cross awarded him previously. 

Capt. Jones, Jr., won the Oak-Leaf 
Cluster Award “for extraordinary 
achievement while serving as pilot on 
a special geodetic mission in Africa 
between Jan. 2 and May 25, 1943. Fly- 
ing geodetic control parties over 
unknown territory for more than 400 
hours, and forced to use landing fields 
which afforded no facilities, Capt. 
Jones displayed extraordinary skill 
and professional knowledge in navi- 
gating without reliable pilotage check 
points. Lack of fuel supplies forced 
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him, in addition to other duties, to 


maintain a fuel ferrying service. 
Capt. Jones’ comprehensive long 
range planning, initiative and _ re- 


sourcefulness are in a large measure 
responsible for the success of this 
vital geodetic mission, and exemplify 
the highest traditions of the Army 
Air Forces.” 

Capt. Harold H. Jones, Jr., is the 
son of Capt. and Mrs. Harold Hill 
Jones, Portland, Ore. Capt. Jones, Sr., 
is a logger and forest engineer on the 
staff of the Crown-Zellerback Corp. 
Capt. Jones, Jr., is a graduate of the 
School of Forestry, University of 
Washington, and a former employee 
of the Washington Forest Fire Asso- 
ciation, Seattle. 


Red Book Christmas Party 


The Lumbermen’s Credit Associa- 
tion, Inc., publisher of the Red Book 
Reference Service, was host to its “big 
happy family” at a delightful Christ- 
mas party on Dec. 23 in a reserved 
room of the Piccadilly Restaurant on 
famous Michigan Boulevard in Chi- 
cago. This party is the gala event of 
the year and is looked forward to by 
both employees and their hosts. 

This year W. F. Biedermann, vice 
president and manager of the report- 
ing department, succeeded Miss Selma 
Hoefflin, secretary, as general chair- 
man of the party. He was assisted by 
Miss Mabel Richardson, who was in 
charge of the program, and Miss 
Lillian Moltros, who arranged for the 
tasty turkey dinner with all its acces- 
sories. The good fellowship which 
prevailed vouches for the ability of 
the planning committee. 


Mr. Biedermann also proved an 
excellent master of ceremonies. He 
introduced Frank S. Moyer, who dis- 
played his versatility by first pro- 
ducing a “magic hat stunt” partici- 
pated in by eight guests. Then, as 
the limerick man, Mr. Moyer kept the 
group in an uproar. In keeping with 
the times, prizes of war stamps were 
awarded for the best last lines to the 
limericks which Mr. Moyer had writ- 
ten about various “big shots” in the 
organization. The program was inter- 
spersed with group singing. The boys 
from LCA who are in active service 
of their country were remembered, for 
each of the more than fifty guests 
present signed a card which will carry 
greetings to them. 

The only speech was made by Will 
C. Clancy, executive vice president of 
the organization, who struck an opti- 
mistic note. Although we still have a 
long way to go to final victory, he 
said, we are definitely on the way to 
our goal. 

William Clancy, chairman of the 
board of the Lumbermen’s Credit 
Association, Inc., who marked his 84th 
birthday last April 5, and his son, 
Will C. Clancy, and the committee in 
charge are to be congratulated on the 
success of another enjoyable Christ- 
mas party. 


Observes 89th Birthday 


On Jan. 5, 1944, S. H. Bolinger of 
Shreveport, La., will have reached the 
89th milestone of his life, of which 62 
have been spent 
in the lumber 
business, and 
even at his ad- 
vanced age he 
goes to his place 
of business 
almost every day 
and is enjoying 
fairly good 
health. 

Sanford H. Bol- 
inger was born at 
Mt. Carroll, IIl., 
and completed his 
education with 
two years at the 
Normal School at 
Bloomington, Ill. 
He began his lum- 
ber career in a 
yard at Fort 
Scott, Kan., later 
managing yards 
at several other 
places and start- 
ing in the whole- 
sale business for 
himself in 1889. 
He ventured into 
sawmilling the 
same year at a point on the Cotton 
Belt called Martin’s Switch. Later 
this became Bolinger, La., the site of 
successful operations for many years. 


Mr. Bolinger’s business and social 
interests are varied. He is a founder 
and member of the Shreveport Coun- 
try Club. One of his hobbies is pecan 
culture, and he has planted several 
groves of pecans on his lands. 


Mr. Bolinger who has made his 
home in Shreveport for the past forty 
years gets a good start to the office 
of S. H. Bolinger & Co. in Bossier 
City, a suburb of Shreveport, at nine 
in the morning; he returns from the 
day’s activities about 12:30. His com- 
pany is operating two mills at present. 
A retail yard, the Bolinger Lumber & 
Supply Co., is also located in Bossier, 
La. 

The picture of Mr. Bolinger here 
shown was taken about four years 
ago. 





S. H. Bolinger 


Wedding Anniversaries 


Mr. and Mrs. Sylvester W. Barker, 
Seattle, Wash., celebrated the holiday 
season and their golden wedding an- 
niversary together, by holding open 
house at their home on Sunday, Dec. 
26. The Barkers were married Dec. 
28, 1893, in Grand Rapids, Mich. Mr. 
Barker, who practiced law for several 
years before going to Seattle and en- 
tering the lumber business, has con- 
ducted lumber and logging operations 
in Washington and British Columbia 
for many years. 

The Barkers, 


three sons with their families and 
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Mr. Barker’s sister, Miss Hattie R. 
Barker, received the congratulations 
of their hosts of friends. Mrs. Barker 
wore the lovely satin gown in which 
she took her vows fifty years ago. 
The groom, with the same trim and 
erect figure he had as a college grad- 
uate, could have worn his suit too 
if it could have been found. Miss 
Hattie Barker, who came from Grand 
Rapids, had been an attendant at the 
wedding. Both Mr. and Mrs. Barker 
are active in the social and civic life 
of Seattle. Their interest in people, 
their cordial geniality, and that win- 
ning smile that always lights up the 
countenance of each, has made them 
extremely popular. 





W. J. Benham, widely known tim- 
berman of English, Ind., and Mrs. 
Benham recently celebrated their 
fifty-third wedding anniversary. They 
have three daughters and four sons, 
one of whom, Arlin, also of English, 
is in the timber business. 


Change in Name 


Moore-Cawston Dry Kiln Co., Ltd., 
has announced through its managing 
director, G. S. Billington, that effective 
Jan. 1, 1944, the company will be 
known as the Moore Dry Kiln Co. 
of Canada, Ltd. 

For the past eight years Moore- 
Cawston Dry Kiln Co., Ltd., has been 
the Canadian branch of the Moore dry 
kiln organization, large, old estab- 
lished manufacturers of dry kilns and 
veneer dryers. It has been manufac- 
turing and installing Moore cross-cir- 
culation kilns in every province of 
Canada in which lumbering is carried 
on. 

The change in name is being made 
to bring uniformity to the names of 
the three branches of the organiza- 
tion, which will now be: Moore Dry 
Kiln Co., Jacksonville, Fla.; Moore 
Dry Kiln Co. of Oregon, North Port- 
land, Ore.; and Moore Dry Kiln Co. 
of Canada, Ltd., Vancouver, B. C. 


Awarded Merit Certificates 


For the second consecutive year, 
“The Mitre,” a monthly business mag- 
azine published by Wm. Cameron & 
Co., Inc., Wholesale, and distributed 
each month to more than 3,000 retail 
building material dealers in the five 
Scuthwestern States, has been se- 
lected as one of the most outstanding 
publications among southwestern in- 
dustrial and business publications. 
Awards of Merit, Superior Rating, for 
editorial contents, for production, for 
appearance, and third grand award 
for greatest achievement in editorial 
contents, production and appearance 
were given to “The Mitre” by the 
Southwestern Association of Indus- 
trial Editors at its recent convention. 

During 1942, “The Mitre” received 
the “Award of Merit” in all three of 
the above classes, but received the 
“Superior Rating” only for editorial 
contents. 


. . Obituaries 


JOHN ANDERSON, 74, owner of the 
John Anderson Lumber & Fuel Co., 
Rockford, Ill., died Dee. 10 in a hospital 
in that city, where he had been a 
patient since Nov. 26. He was active 
in church work. Survivors include two 
daughters and two grandchildren. 


WILBUR CLAYTON BROCK, 63, vice 
president of the Motor Wheel Corpora- 
tion, died on Jan. 1, at his residence 
in Memphis, Tenn., after an illness of 
two years. He had long been promi- 
nent in lumber circles. His business 
life and floral gardening were obses- 
sions with him, his home being one of 
the city’s showplaces. He is survived 
by his widow, a nephew, a brother, and 
a sister. 


MRS. HARRIET ELIZA CASE, 86, 
widow of E, E. Case, prominent Willapa 
Harbor shingleman, died Dec. 21 at 
her home in Seaview, Wash. Survivors 
include three daughters and a_ son, 
Albert Case, who is manager of the 
Twin Harbor Lumber Co., Raymond. 


IRVING N. CHASE, 69, lumber manu- 
facturer at Amesbury, Mass., died Dec. 
28 at his home in that town. Surviving 
are his widow, a son, Fred H., of Tops- 
field, and a daughter. 


ARNOLD N. CHRISTOPHERSON, 39, 
Pacific Northwest lumberman, died 
Dec. 12 at Albany, Ore., where he had 
lived for the last 15 years. He was 
superintendent of the Albany Plylock 
Corp. Prior to moving to Albany, he 
was a Tacoma lumberman. Survivors 
include his widow, a son, a _ brother, 
and two sisters. 

WILLIAM G. CLEMENTZ, SR., 57, of 
Massillon, Ohio, owner of the A. J. 
Clementz & Sons Building Supply Co., 
which was founded by his father, died 
Nov. 21 of a heart ailment. His widow, 
two daughters, and two sons survive. 


ROY COOPER, 58, manager of the 
Dierks-Peters Lumber Co. at Garden 
City, Kan., died Nov. 15, following an 
operation the previous day. He had 
undergone an appendectomy four weeks 
before. Mr. Cooper became associated 
with the lumber company in 1917. Sur- 
vivors include his widow, a son, four 
daughters, one of whom, Mrs. Florence 
Frazer, is bookkeeper at the lumber 
yard; four grandchildren, a sister, and 
a brother. 


WORTH WHITMORE CROUSHORN, 


secretary-treasurer and general man- 
ager of the Carr Lumber Co., Pisgah 
Forest, N. C., died Dec. 4. Mr. Crous- 


horn had been associated with the com- 
pany since its organization. 

DAVID J. CURRY, 83, long active in 
the lumber trade and as a logger in 
Minnesota, Michigan, and Wisconsin 
until his retirement some years ago, 
died at his Minneapolis home Dec. 13. 
Mr. Curry had moved from Duluth to 
Minneapolis at the time of his retire- 
ment. He was a partner in the Curry 
& Whyte Lumber Co., Duluth, until the 
firm was reorganized twelve years ago. 
His widow, two sons, and four daugh- 
ters survive him. 


THEODORE H. DUNLAP, 89, who 
was engaged in the lumber business 
in Nashville, Tenn., for more than fifty 
years, died at his home there on Dec. 
4, following an illness of six months. 
He learned the lumber business from 
his father and in turn trained some 
of Nashville’s leading lumbermen at 
the Dunlap Lumber Co. there. Mr. 
Dunlap retired from business about 
twenty years ago. He is survived by 
three daughters, two sons, and two 
grandsons. 

JOHN H. EMMERT, 84, chairman of 
the board of directors of the Pacific 
Lumber Co., Scotia, Calif., died in Los 
Angeles, Calif., on Nov. 19. He had 
been with the Pacific Lumber Co. since 
its organization in 1903 and at one 
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Sell ABESTO All Winter 


Other dealers are doing it! 
the cold process material and requires no hot keitle 
or hot mopping. 
from the drum, on old or new roof jobs on any day 
when the temperature is above 40°. 
time, labor. 
Strongly adhesive, elastic and highly re- 
sistant to oxidation, Abesto insures your customers 
real roof satisfaction. 


Send for full particulars and specification sheets. 


Abesto Manufacturing Co., 


Remember, Abesto is 
It works perfectly, applied cold 


Abesto saves 
Eliminates heating equipment and fire 


Michigan City, 
Indiana 
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MAHOGANY 






We have been many years building 
up our reputation for quality and cus- 
tomer satisfaction. It distresses us 
that under current operating and sup- 
ply conditions we are unable to meet 
even the needs of our regular custo- 
mers. whose forbearance we solicit. 


















Un form in 
TEXTURE 
QUALITY 


{ne OF E. Webster Lumber Co. 
Kansas City, Mo. 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 31 Years 
AIR MAIL ONE DAY EACH WAY! 











LEMIEUX BROS., INC. 
FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


410-22 Maritime Bldg. NEW ORLEANS, LA. 











DYKE BROS. 


Mfrs. and Jobbers of Building Materials 
Little Rock, = 


Oklahoma ‘ce me. 


New Orleans, La. 
Birmingham, Ala. 
Houston, Texas 


Gcoat La. 


C. V. CLARKE 


TIMBER ESTIMATES 


_ Long experience plus modern methods 


605 First Federal Savings & Loan Bidg. 


P. O. Box 1385 Jackson, Mississippi 








HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


37 Years’ Experience 


Engineering Service and Estimates Without 
Obligation -- Send Us Your Inquiry 
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time was president of the company. 
A former Detroiter, Mr. Emmert had 
visited Detroit, Mich., only two weeks 
before his death. Mr. Emmert main- 
tained membership in many Detroit 
clubs and was an ardent golfer. He 
had moved to California several years 
ago. Two daughters, six grandchildren, 
and six great-grandchildren survive. 

RUSSELL J. DILL, 50, vice president 
and assistant manager of Clementon 
Mill & Lumber Co., Clementon, N. J., 
died Nov. 4 at his home in Lindenwold, 
N. J. He was a veteran of World War 
I and is survived by a sister. 


CARL G. FORBERG, 65, died recently 
at his Minneapolis, Minn., home. Mr. 
Forberg, a past president of the Twin 
Cities Hoo-Hoo club, was general man- 
ager of H. W. Ross Lumber Co., Min- 
neapolis. He is survived by his widow, 
three sons, and two daughters. 

EDWARD FURRIU, 57, retired head of 
the Sands Lumber Co., Milwaukee, Wis., 
died at his home there on Dec. 26, fol- 
lowing an illness that forced his re- 
tirement as president of the firm about 
a year ago. He started with the com- 
pany as truck driver and in ensuing 
years worked his way up to yard man- 


ager, then manager of the firm, and 
finally became president. His widow, 
two sons, and a brother survive. 


forty years 
Jalls Bluff, 


DAVID C. GRIFFEE, for 
a lumber mill operator at DeV 


Ark., died Dec. 1 at the home of his 
daughter in Vicksburg, Miss. 
W. G. HAGMAIER, 60, an engineer in 


the Saw Mill Division of Allis-Chal- 
mers Manufacturing Co., Milwaukee, 
Wis., died Nov. 15 after an illness of 
several months. He had been con- 
nected with Allis-Chalmers for over 
thirty years. 
FREDERICK C. 
prietor of Rufus C. 
Lansdowne, Pa., died 
Fernwood, Pa., on Nov. 2. 
tive in Delaware County 
fairs most of his life. Mr. Hoopes was 
a member of the Lumbermen’s Ex- 
change of Philadelphia for many years. 
He is survived by his widow and a son. 


HOOPES, 68, pro- 
Hoopes Estate, 
at his home in 
He was ac- 
political af- 


JAMES STANLEY JOYCE, 58, nation- 
ally prominent lumberman and owner 
of the Joyce Lumber Co. which has 
headquarters in Omaha, Neb., died sud- 
denly Jan. 3 of a heart attack in Hot 
Springs, Ark., after an illness of two 
months. He had recently made his 
home in Chicago. Besides the line of 
retail lumber yards, Mr. Joyce was 
president of the Tremont & Gulf Rail- 
way Co. and head of the Itasca Lumber 
Co., Deer River, Minn., and the Trinity 
County Lumber Co., Groveton, Tex. He 
came from a family of lumbermen, 
being the son of William T. Joyce and 
a grandson of David Joyce, founder of 
the Joyce Lumber Co. at Clinton, Iowa, 
in 1858. James S. Joyce was a graduate 
of Yale University in 1910 and Phillips 
Academy, Andover, Mass., and was a 
member of numerous organizations. He 
is survived by Mrs. Beatrice Joyce Rich- 
ardson, daughter of his only brother, 
David, who died in 1937. 


MRS. EMMA KADLETZ, wife of John 
Kadletz, Sr., owner of the John Kad- 
letz Lumber Co., Shawano, Wis., died 
suddenly Dec. 1 at a hospital there. 
Survivors include her husband, two 
sons, a sister, and four grandchildren. 


LUCIAN EARL LITTLEPAGE, 82, re- 
tired lumber dealer at White Plains, 
Ky., died at his home there on Dec. 24. 
He had suffered a paralytic stroke five 
years ago. He is survived by his 
widow, three sons, and a daughter. 

WILLIAM MILLER, 92, pioneer 
consin and Minnesota lumberman, 
at his 


Wis- 
died 
Minneapolis home Dec. 26. At 


the age of 21 he engaged in the lumber 
Eye, 


and building business at Sleepy 











as a partner in the firm of Christiansen 


& Miller. Later he was associated in 
the operation of line yards at Sleepy 
Eye, Gibbon, Franklin, and Fairfax, 
Minn. At various times he operated 
other retail yards and a sawmill, the 
latter at Gagen, Wis., and produced 
cedar poles and posts near Blackduck, 


Minn. He had lived in Minneapolis for 
52 years. Two sons and five daughters 
survive. 


BARTLETT DOE MOORE, 62, presi- 
dent of the Moore Lumber Co., Galves- 
ton, Tex., died at his home there on 
Dec. 9. A man of wide business asso- 
ciations, Mr. Moore was also vice presi- 
dent of the Miller-Vidor Lumber Co., 
Beaumont, Tex., and a director of the 
Edgewood Land & Logging Co., Lake 
Charles. He was an ardent golfer and 
lover of sports and was a member of 
a number of organizations in Galveston 
and Houston. Survivors are his widow 
a daughter, four sons, a brother, and 
five grandchildren. 


OTTO MARSHALL MORRISON, 86, 
a pioneer in the lumber business in 
Memphis, Tenn., died on Dee. 25 at his 
residence near Jonesboro, Ark. He was 
one of the founders of the Morris & 
Spears Lumber Mill in North Memphis. 
After he disposed of his interest in the 
mill he was for a number of years pur- 
chasing agent for Anderson-Tully Co. 
and later for C. W. Hunter Co. He re- 





tired to his farm near Jonesboro in 
1927. Two sons and three daughters 
survive. 

HENRY C. NABER, 80, president of 
the Naber Lumber Co. which was 
founded in 1860 by his father in St. 
Louis, Mo., died Dec. 13 at his home 


in that city, of pneumonia. He had 
been associated with the lumber firm 
for 67 years. Surviving are his widow 
and a daughter. 

OWEN, 


CLIFFORD LEROY 54, head 


of the W. J. Owen Lumber Co., Foot- 
ville, Wis., for twenty-five years, died 
unexpectedly of a heart attack in the 


local postoffice on Dec. 17. He had been 
active in civic affairs for years and had 
served as village president. He was 
also active in fraternal circles. Sur- 
viving are his widow, a daughter, a 
brother, and a sister. 
CARL F. SCHULZ, 47, 
Dallas, Tex., lumberman, died at his 
home in that city on Nov. 25, of a heart 
attack. A veteran of World War I, he 
served overseas with the AEF. He 
is survived by his widow, his parents, 
a brother, and three sisters. 
RAYMOND T. SHUEY, 75, a partner in 
the Gem City Planing Mill & Lumber 
Co., Dayton, Ohio, died Dec. 3 at a hos- 
pital in that city. Surviving are a son, 


well Known 


two grandsons, two brothers, and a 
sister. 
WILLIAM E. STIEFEL, 56, credit 


manager and a member of the board of 
directors of Whiting-Mead Co., Los An- 
geles, Calif., died recently. He was a 
past vice-president of the Building Ma- 
terial Dealers’ Credit Association of 
Southern California. Surviving are the 
widow, a daughter, and a son. 

EDWIN WILCOX, 84, for many years 
associated with his father, the late 
Alonzo Wilcox, in the lumber, fuel, and 
feed business in Fort Atkinson, Wis., 
died unexpectedly at his home there 
on Dec. 28, following a week’s illness 
with the flu. The firm is now operat- 
ing as the Engan-Braun Lumber Co. 
Mr. Wilcox is survived by his widow, 
two sons, and a grandson. 


A. R. “FRED” WRIGHT, 66, former 
lumberman and former mayor of Mer- 
rill, Wis., died at his home in Wausau, 
Wis., on Dee. 18, following an illness 
of ten months. He was the son of 
the late H. W. Wright, head of the 
H. W. Wright Lumber Co., Merrill, and 
had been identified with the firm both 
in northern Wisconsin and at Littell, 
Wash. He retired ten years ago. 
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5 estimates 


44 Forest Harvest & Overseas Combat 
(Continued from page 21) 

1941 birthrate was 14 percent 

higher than in 1933. In 1942, 3,- 

000,000 babies were born, an all- 

time record in this country. 


Aside from emergency war hous- 
ing—specialized in location and 
temporary in character—virtually 
nothing has: offset even the de- 
ficiency bequeathed us by the 
depression years. 

The needs.accumulated then and 
being added:.to now are the basis 
for the prediction that we will be 
building a million new homes a 
year for 10 years, starting soon 
after hostilities cease. This home- 
building program alone, greater 
than our greatest, would consume 
1,339,000,000 man-hours on the 
site, per year. To produce the 
needed lumber would require 279,- 
595,000 man-hours. To manufacture 
other materials for house construc- 
tion, 1,677,570,000 more man-hours 
will probably be required. This adds 
up to employment of possibly 
2,000,000 men for 10 years for new 
home construction alone. The con- 
struction industry, beyond doubt, 
will be the first and perhaps the 
largest single factor in the battle 
for post-war employment. 

These estimates do not touch the 
improvement market. Competent 
men foresee a home-and-farm im- 
provement program totaling some 
six billion dollars. I would hesitate 
to compute how much commercial 
construction will follow the war, 
but I dare say almost any lumber 
dealer or contractor may profitably 
spend time today planning store 
improvements and repairs for his 
fellow merchants, whether in a 
large city or small town. 

Lumber will start rolling to re- 
tail yards the instant the WPB 
order releasing stocks to civilians 
is signed in Washington. WPB 
will do that when the war needs 
permit and not sooner. Nor do we 
wish it sooner however much we 
want to provide for “old customer.” 


Our sawmills and other 
working plants have no 


wood- 
serious 
The can- 
cellation of war contracts should 
cause little more than momentary 
disruption, for we can swing with 
scarcely a break to the task of re- 
ducing the files of unfilled orders 
that have been gathering dust. 

It is time to get construction proj- 
ects translated from vague hopes to 
definite plans now. Dealers and 


} contractors whose customers have 


their final blueprints ready, their 
completed, and_ their 





financial arrangements well con- 
sidered will be the dealers and 
contractors who will feel the recov- 
ery first, and who will be able to 
take fullest advantage of a new and 
expanding market. 


I would include with this a thor- 
ough understanding of new mate- 
rials and new ideas in design. 
Much that has been written on the 
post-war “dream house” has been 
pure fantasy. While those in the 
industry are not deluded by pipe- 
dreams, we must recognize that, to 
the public, most of the improve- 
ments in materials and methods 
developed during the war years will 
seem new. To the home builder, 
they will be interesting and even 
exciting. That, too, is a psycho- 
logical tool in our hands. We can 
use it if we keep ourselves well 
informed of the developments in 
our own industry, and in close 
touch with sources of supply. 

It is easy, perhaps natural, for 
lumber dealers to conclude that 
manufacturers are not much con- 
cerned with their difficult plight. 
It may seem so. But it is not so. 

Here again, we must face facts. 
Forest industries, large in total, 
are in the main small individually. 
Our industry is not dominated by a 
Detroit or a Hollywood or a Pitts- 
burgh, as are the automobile, 





LE 


motion picture and steel industries. 
One of the largest producers—per- 
haps the largest—of softwood lum- 
ber produced only about three 
percent of the national total in 
1942. The mounting pressure of 
war production has weighed heav- 
ily, indeed, upon the thousands of 
small sawmill units that normally 
supply the construction industry. 

Our manufacturers have not had 
much time to talk about the post- 
war, but it is in their minds and in 
their plans. Fortunately, their 
plans need not consider how they 
may switch from war to peace. The 
process will entail no severe prob- 
blems of mechanics and plant 
reconversion. It will take place, 
when the time comes, mostly in mill 
or sales offices, when the files for 
WPB and OPA and WMC and 
USES and OPA are moved to the 
“permanent” records, and the files 
for Jones & Company, Lumber 
Merchants, are shifted back to the 
“current drawer.” That can be done 
quickly, and it will be. 
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ADVERTISING 


Remittance to accompany the order. No 
extra charge for copy of paper containing 
advertisement. Copy must be in this office 
on_ Monday prior to publication date. 

Five or six words qf ordinary length 
make one line. 

Count in the signature. Heading counts 
as two lines. 

Extra white space figured at line rate. 

Heading to be in bold face caps. 

One additional line of bold face caps 
permitted in first 14 lines of copy, and in 
each 7 lines thereafter. 

One inch space advertisement is equiv- 
alent to 12 lines. 


How to Figure Costs for Advertising 
In Classified Department 

2 oe callg ee 30 cents a line 

Two consecutive issues....55 cents a line 


Three consecutive issues. .75 cents a line 
Four consecutive issues....90 cents a line 








Wanted—EMPLOYEES 








WANTED AT ONCE—YARD MANAGER 
_ Northern Iowa town 1000 population; Catho- 
lic preferred. Good Yard with good volume. 

Also—Manager for Southeastern Iowa town: 
good volume point, small town. Protestant. 
Good earnings possible. 

Address ‘*K-85,"" American Lumberman. 


WOODWORKING EXECUTIVES 
Estimators, Salesmen, Production Men. 
Capable woodwork sales engineers with high 
capacity for loyal will find fine opportu- 
nity with old established firm with unique 
production record in peace and war. - 
service men given special consideration. 
Write full details re education, family back- 
ground, health, business experience, abilities 

and aims. 
Address ‘K-79,’ American Lumberman. 


MANAGER WANTED 
Experienced man to take full charge of re- 
tail lumber and millwork dept. Excellent 
post-war opportunity. CALUMET IRON & 
SUPPLY CO., East Chicago, Indiana. 


WANTED 
An Inspector and a Setter for Northern Hard- 
wood Mill, New York State. 
Address ‘‘K-80,"" American Lumberman. 


EXECUTIVE ACCOUNTANT 
AND OFFICE MANAGER 


To assume full charge of “ retail yard 
accounting office located in Chicago. Age 
40-45 desired. Must have had several years 
satisfactory experience supervising work of 
others. A real opportunity. Permanent po- 
sition. Make written application to 
EDWARD HINES LUMBER CO. 
77 W. Washington St. Chicago, Ill. 


WANTED 
An experienced manager to operate a country 


elevator, lumber yard and coal yard. 
Address ‘K-66,’ American Lumberman. 


WANTED 
Foreman for Ponderosa Pine mill: one with 
sawmill machinery experience. capable of 
supervising repair and upkeep of the machin- 
ery: also handling a crew of approximately 
fifty men. All replies will be treated confiden- 
tially. Do not hesitate to write. giving full 
history and experience. 
Address ‘K-72,’ American Lumberman. 


Wanted—EMPLOYMENT 


FIRST CLASS FILER 


Circle and Band Saws. 35 years experience. 
Address ‘“‘K-75,"" American Lumberman. 


63 



































Wanted—EMPLOYMENT 


Wanted—Lbr. & Dimension 











Wanted—USED MACHINERY 





MILLWORK EXECUTIVE 
Wants a position of responsibility: capable 
estimator and sales manager. References. 
Address ‘‘K-47,‘° American Lumberman. 





RETAIL LBR.. COAL & MAT’L. MAN 
Desires new connection. Has had several 
—— experience as manager. Has thorough 
nowledge of buying, selling, estimating & 





accounting. Prefer Illinois or Wisconsin. 
ddress ‘K-84, American Lumberman. 
WANTED 


Millwork salesman, estimator, detailer, de- 
sires connection which will develop into sales 
work after war. Thorough knowledge build- 
ing products and construction. Prefer Idaho, 
Mont., Wyoming. No. Minn. or Wisconsin. 
Address ‘‘K-82,"" American Lumberman. 





SUPT. OR MANAGER 


Wholesale lumber and concentration plant. 
Sawmill, dry kiln planning mill, in fact stump 
to car experience over 20 years. 

Address ‘K-88,’ American Lumberman 





LUMBERMAN AVAILABLE 


Excellent record of accomplishment as mill 
manager, production manager, and research 
specialist in manufacture, kiln drying and 
sale of northern and western softwoods. 

Considered an authority on kiln drying of 
Western Pines. 

Age 45, college graduate in Forestry (ma- 
jored in Wood Products). 

Want permanent position. 
money. 

Presently employed in responsible adminis- 
trative position. 

Address *‘‘K-77,"’ 


Can invest some 


American Lumberman. 





RETAIL YARD MANAGEMENT 


22 years thorough experience, yardman to 
manager. Fully qualified all phases of the 
business. Highest references. Will consider 


investment in town under 25,000 pop. 
Address ‘‘K-86,’° American Lumberman. 





WOODWORKING PLANT ENGINEER 


Have designed, built and superintended plants 
for 24 years. Open for a position Jan. 15. 
Address ‘K-87,’ American Lumberman. 


WANTED: 1 to.5 CARS 
1’ boards, No. 5 or Better, in onderosa 
fir, hemlock, or yellow pine. 5q. edge. 
shiplap. 
- ° BISSELL WRECKING CO. 
7834 W. Grand Ave., Elmwood Park, Ill. 
Phone: Elmwood Park 1198 


WANTED TO BUY 
Eastern dealer wants to make connection with 
Western buyer or manufacturer on carload 
shipments of: 2”, 3” & 4” Fir or Hemlock; Fir, 
Hemlock or Cedar Uppers: Flooring, Siding. 
Shingles, Plywood, Idaho and Ponderosa Pine, 
Cypress, Common & Clear: N. C. Common & 
Clear D4S Also odd lots of Plywood, Pine 
Mouldings or items without a priority. 
Address ‘J-64,.° American Lumberman. 


WILL TRADE GUM FOR PINE! 

We contro! output of mill cutting tupelo and 
black gum. Will ship gum in exchange for 
pine. Can furnish high ratings. If you have 
some southern pine in your operation and 
want to secure more gum write us for de- 
tails. MADISON LUMBER COMPANY, P. O. 
Box 1450, New Orleans 5, La. 


WANTED 


Panels, crating. core stock, casket. furniture 

and construction lumber AD or KD Rgh. or 

Surfaced. What have you? Wire collect. 
PAUL B. BERRY. Grand Rapids 6, Mich. 


HARD MAPLE WANTED 


200,000 feet per month each 6/4 and 8/4. 
Also beech and 4/4 cherry. High priority 


ine, 
&M 

















ratings. H. G. IRWIN LUMBER CO., Garland, 
Pennsylvania. 

WANTED 
Large quantities steady monthly business 


3/4x2"' and 2!/2’’x7’’ and 8°” long D4S with 1/4x 

11/.’" tenon full length one face any kind soft 

or haidwood; no objection minor defects. 
Address ‘‘K-64."" American Lumberman. 


BOX SHOOKS WANTED 
Will submit immediately upon request com- 
plete specifications. Some specifications very 
simple including fair percentage of short cut- 
tings requiring only D & M lumber, no nail- 
ing or gluing. 
Address ‘‘K-36,"" American Lumberman. 





LUMBER WANTED 
1’’x21/." or 3°’ dry hardwood stickers. J. P. 
DODGE & SON, Box 368, Ashtabula, Ohio. 








Wanted—RETAIL LBR. YARDS 








WANTED: SMALL LUMBER YARD 


Give all details. 
K-68," American Lumberman. 


Prefer southern state. 
Address 








Wanted— 
BUSINESS OPPORTUNITIES 








WANTED 


We are interested in purchasing saw 
mill facilities and sources of lumber. 
Will consider lease or royalty basis. 
Send full details. 


TURNER, KAPLAN, TURNER & FASMAN 
11 S. LaSalle St., Chicago, IIl. 








WANTED—TIMBER & TIMBER 
- LAND 
WANTED 


Large tract Southern timber, gum predomi- 
nating, for large crate & container mfg. Co. 
Address *‘K-58,"" American Lumberman. 











Wanted—MISCELLANEOUS 


RAILS WANTEC 
Principally 16-20-25-30 Ib. 
THE W. H. DYER CO. 
Fullerton Bldg., St. Louis, Mo. 











RAILS: ANY SIZE OR QUANTITY 


Particularly 20 ib. 25 lb. 30 lb. 35 Ib. & 40 Ib. 
ecure our price before selling. 
MIDWEST STEEL CORP. 


Charleston, W. Va. 
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WANTED 
5 cars 1"’ Planing Mill Shorts, dressed. Pon- 
derosa or similar species for toys. DIAN 


WANTED 
5/4 & 6/4 Oak, Birch, Beech and Hard Maple 





Squares, 19-25-30-38-42'" ond multiples of 6” 
the:eatier. Dry stock if possible. 
Address ‘‘K-67,’° American Lumberman. 





WANTED 
Retail lumber dealer wants to make connec- 
tion with mill, concentration yard, or buyer. 
Can use all kinds and sizes of lumber. 
Address ‘‘K-71,‘° American Lumberman. 


WILL TRADE CHERRY FOR RED GUM 
or Yellew Pine lumber, grade for grade, 4/4” 
to 8/4”. Advise what you can offer. COR- 
BETT CABINET CO., St. Marys. Penna. 














NAILING MACHINES WANTED 
We need 3 Morgan or Doig Nailing Machines 
quickly, any size. Wire us collect. CHAS. N. 
BRAUN MAHINERY CO., Fort Wayne, Ind. 


BOXBOARD MACHINERY WANTED 
We ars in the market for nailing machines 
opea and closed back anywhere from two to 
eighteen track. Also interested in Mereen 
Johusoa or Morgan Matchers, Edge Trimmers, 
Squeezers ond Band Resaws, and any other 
box equipment used in box working factories. 
Address “K-21, American Lumberman. 











WANTED 
Portable sawmills, lumber wagons, kiln 
equipment. resaws. INDUSTRIAL SALVAGE, 
718 E. Bay St., Milwaukee 7, Wisconsin. 


WANTED TO BUY 
Log Clamps or Jaws with complete equip- 
ment, to be used for cross cutting logs on 
conveyor. MOBILE RIVER SAW MILL CO., 
Mt. Vernon, Alabama. 


WANTED 


54 inch band sawmill and 3-block carriage. 
Give description of make and condition. 
Address “K-50, Americcn Lumberman. 


BOX FACTORY MACHINERY WANTED 


Large manufacturer needs additional equip- 
ment for Government contracts. such as 6 
Nailing Machines, 2 shook splicers, 2 Match- 
ers, squeezer, Printer and 54” Band Resaw. 
Will pay maximum prices for quick delivery. 
Send list and prices promptly. 

Address ‘K-44,’ American Lumberman. 


WANTED 
Circular Saw Mills—Band Mill—Band Resaws 


—Edgers and other sawmill equipment. M. 
STONE, 203 Lafayette St.. New York. N. Y. 


WANTED TO BUY 
Single surfacer, 20” to 30”, ball bearing, 
direct motor drive and variety saw table, 
ball bearing, direct motor drive. 
Address ‘K-81,’° American Lumberman. 


WANTED TO PURCHASE 


54 or 60” Vertical Band Resaw with blades, 
preferably motor driven. Must be in good 
operating condition. Please advise giving 
details as to age, condition, equipment, point 
of location and price. 

Address ‘‘K-74,'° American Lumberman. 




















WANTED 
6-Wheel Switching Locomotive, 80 to 
100 ton capacity: coal burning. Must 
have A.S.M.E. Code Boiler. 


Locomotive to be in first-class working 
order and not more than 10 years old. 


Address ‘‘K-70,‘° American Lumberman. 





POWER UNITS WANTED 


60 to 80 HP. late model kerosene or Diesel. 
Good condition. BOX 77, Indian Valley. Va. 


For Sale — TRANSIT SERVICES 








TRANSIT MILLING & RESAWING 
For East Side and West Side Mills. 
Pine and Hardwood—Resaw eight inch. Orig- 
inating on I.C. Trunk Line, Y&MV, GA&N, 
G6&SI, L&éA. M&SV. MC, NOGN, O4N, S&NV, 











T&NO., T&G. Telephone 43-J. TRUE-HIXON 
LUMBER CO., Oxford, Miss. 
For Sale 
TIMBER & TIMBER LAND 
FOR SALE 


800 acres Hardwood Stumpage—estimate six 
million feet—Maple—Birch—Beech. Location, 
Adirondacks. Easy logging—short haul to 
railroad. New York freight rate 20c. Princi- 


pals only. 
Address *'K-60,’’ 


VIRGIN SOUTHERN YELLOW PINE 
8 to 900,000 ft. 34 clear, suitable for flooring 
and finishing lumber. Trees up to 36 in. 
diameter. If bought with land, 50% of min- 
eral rights reserved. 
Address ‘‘K-83,"" American Lumberman. 


American Lumberman. 





For Sale—MISCELLANEOUS 


CARPENTERS APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 


IMPLEMENT TONGUES 
Wagon, Mower, Cultivator, made from second- 
growth white oak. Write for description, 
prices and guarantee. BOB PACE, Combs, Ark. 




















For Sale—LBR. & DIMENSION 











WANTED 
Complete Sawmill Outfit. Cut 30 ft. with 60 
inch up saws. BOX 685. Base Line, Mich. 


WANTED 


Nash No. 35 or No. 5 Dowel Sander, or equal. 
Also Bell Dowel Cutter and Pointer. . we 
LEAGUE LUMBER CO., Greenville, S. C. 








FOR SALE 
2M bd. ft. kiln dried cabinet lumber 4/4, 5/4. 
6/4, 7/4 & 8/4 red oak, hard maple, birch 
and ash. 
300 dowels (hard maple) 7/,’’x37"’. 
5M lin. ft. 3/4x25/g (S4S) white pine. 








January 8, 1944, AMERICAN LUMBERMAN 


1M bd. ft. 4/4 and 5/4 white pine. 
Address ‘K-76,"" American Lumberman. 
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For Sale — LBR. & DIMENSION 


For Sale—USED MACHINERY 





For Sale—USED MACHINERY 








FOR SALE 
One car selected Walnut shorts and cuttings 
8 to 36 in. random widths, 214°’ thick, bill 
as 2 in., air dried, $90.00 per M f.o.b. Frank- 
fort. Kansas. Samples on request. 
WULLSCHLEGER MILL & LBR. CO.., Frankfort, 
Kansas. 





FOR SALE 


1 car 6/4 22 Com.&Bet. Hickory, AD Rough 

2 cars 8/4 <2 Com.&Bet. Hickory, AD Rough 

2 cars 10/4 <2 Com.&Bet. Hickory, AD Rough 

l car 12/4 22 Com.&Bet. Hickory, AD Rough 

] car 4x4 22 Com.&Bet. Hickory, AD Rough 

S cars 2x4 to 12” Random Length <2 Com.& 
Bet. Gum, AD Rough 

Desire full ceiling prices net, subject to 2% 
cash discount. GERMAIN LUMBER COM- 
PANY. Montgomery, Ala. 


For Sale—BUSINESS 
OPPORTUNITIES 


FOR SALE 


Due to change in operating plans, complete 
planing mill now in operation available. In- 
cludes resaw. planer, rip saw. cut-off saw, 
motors, pulleys, belting, shafting, etc., io- 
gether with blower system. Prefer to sell all 
in one unit. BOEHM-MADISEN LUMBER 
COMPANY, Milwaukee, Wisconsin. 


FOR SALE 


Complete sawmill and planing mill located 
in Arkansas, cutting 15,000 feet in eight hours. 
Steam dry kiln, 2,000,000 feet of timber, 350,- 
000 feet of lumber, Pine and Hardwood. Must 
be cash proposition, Forty Thousand Dollars 
($40,000.00). 

Address “K-78,"" 

















American Lumberman. 


FOR SALE 


Well equipped Planing Mill & Lumber Yard 
in good location, on railroad siding, doing 
good business. Reason for selling, recent 
death of owner. MRS. W. B. SHELTON, 320 
Milnace St., Henderson, Ky. 


For Sale—USED M/.CHINERY 


EARLE HART WOODWORKING MACH. CO. 


Large selection of Modern Ball-Bearing Mo- 

torized Used Machines. Get our prices and 

list before buying. 

Chicago, Illinois, "565 W. Washington Blvd. 
Ph.: Andover 3340 

Greensboro, N. C., Davidson Dr., Sedgetield. 

Greenboro 9633 

















FOR SALE 


1 Fay & Egan Double Cut-off Saw, 8’ capacity 

1 Advance Single Spindle Ball Bearing Shaper, 
belt drive 

1—10°° American Moulder, 4-head 

1 Yates Self-feeding Glue Jointer, chain feed 

2 Babbin Ball Bearing Blowers, Model No. 11, 
ll” intake 

1—5 HP Induction Motor, 1800 2PM 

1—25 HP Induction Motor, 1200 RPM 

2—10 HP Induction Motors, 1800 RPM 

1—7!/, HP Inducticn Motor, 1200 RPM 

1—3 HP Induction Motor, 1800 RPM 

All motors 3 phase, 220 volts, 60 cycle. 
Compensators and Starters available 
motors listed. 

8 Simonds — Straight Knives 4x31/,"’, 
34” Bevel Ba 

q 4 Simonds Tungsweld Planer Knives 10x3!/2”, 

3%” Bevel Ba 

MIDWEST HOUSES, INC. 
j Tomkins Tidewater Terminal, 
South Kearny, N. J 


Also 
for 





GLOBE PLANER AND MATCHER 
| In good condition: takes lumber 14x4”; weight 
about 3 tons. Price $890.00 f.0.b. Wis. Also 
Globe rip saw with self feeder: weight about 





1800 lbs. Price $200.C0 f.0.b. Wis. M. 
LANGVE, Westby. Wisconsin. 

ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 


sale at attractive prices. Large stock of 
New and Rebuilt motors on hand at all times. 
Expert Repair Service. Send us your in- 
quiries. 
V. M. NUSSBAUM & CO., Fort Wayne, Ind. 





TRACTORS FOR SALE 


Available for immediate delivery 5 ton or 
“35” size Caterpillar crawler tractors, $495; 
Cletrac ‘'55’s’, with angledozers fully elec- 
trically equipped, $1850. Also commercial 
paterpillar “30° and other tractors. O. C. 


FCR SALE 
500, 750 & 1000 GPM Steam Underwriters 
Fire Pumps. 

100.000 Gal. Tank on 100 Ft. Tower 
7—Locomotive Cranes, 15, 20 and 25-ton 
Diesel Locomotives. 6 8 and 14-ton 
7—Guy Derricks, 60, 90 and 110 ft. boom 
Air Compressors, 150, 220 and 550 ft. 
Wheel Presses, 159 and 200-ton 

13—Electric Hoists, 35 to 100 HP. 
9—Gasoline Hoists, 15 to 85 HP. 
1—63 ton Heisler Gear Locomotive 
2—1000 GPM Electric Underwriters 
Pumps 
Mode! D American 36" gauge, 10 ton capac- 
ity 4 wheel log loader 
25,000 gal. Tank on 75 ft. Tower 
50.000 gal. Tank on 100 ft. Tower 
100,000 gal. Tank on 40 it. Tower 
R. C. STANHOPE, INC. (Lincoln Bldg.) 
60 East 42nd Street. New York, N. Y. 


Fire 





BOX MACHINERY FOR SALE 


3—Morgan, 6-track closed back, with motor. 
1—Doit 6-track, 2-track side arm, closed back. 
1—Connell & Dengler 2-color Printer, 24°’ wide. 
1—-Doig 8-track, closed back, belt drive. 
Above machines rebuilt. ready for immediate 
delivery. LAKESHORE MACHINERY CO., 209 
N. llth St., Milwaukee, Wisconsin. 





FOR SALE 
3—Diamond 72x18 Boilers with Dutch Ovens. 
1—Smoke Stack, 2 boiler feed pumps. 
1—Bates Corliss Steam Engine, 22x42 cylin- 
der; 16’x30°’ flywheel. 
1—Leather belt, 2-ply, 70’ long, 271/2’' wide. 
1—Leather belt, 2-ply, 91° long, 21°’ wide. 
Miscellaneous belts, pulleys, piping, shatting. 
Entire mill equipment of Dollar Bay Lumber 
Company, Dollar Bay, Michigan. 
Complete inventory on request. Write, wire. 
or call KLATZKY BROS., Calumet, Mich. 





FOR SALE 
1 Allis Chalmers 200 HP. 
cvcle, 440 volts, 500 RPM Motor, with base. 
rails, pulley, compensator and starter. Fine 
motor in good shape. 55% of new price. One 
A-4, 8x15 Yates planer matcher, $2000.00 as 
is, where is. One 16x30 No. 16 Yates Timber 
Sizer. Make offer. COLUMBUS LUMBER 
COMPANY, Brookhaven, Mississippi. 


three phase, 60 





FOR SALE 


Chase No. 1 Portable Mill (rope feed) 

66 hp. gas or Kero. Int'l. Power Unit (calmcst 
new) 

15 hp. vertical type boiler 

LaPlante Shoate Hydraulic bulldozer blade 
to fit wide gauge D-4 Cat. tractor 

American 26 inch double surface planer, di- 
vided rolls 

15 hp. 3 phase 60 cycle, 220 volt elec. motor 
and compensator 

Located in upper New York state. 

Address ‘K-69,’ American Lumberman. 


FOR SALE 


American No. 75 electric dbl. 
8-kn. rd. hds., two 35 HP.. 
hd. motors, one 25 HP, 3600 RPM bottom 
hd. motor, 25 HP, 1200 RPM feed m., 150’, 
200’, 250° & 300° the min., 109% ballb.; Amer. 
No. 77-A_ 15’’x6’’ planer-matcher, 75 HP 
coupled motor; Whitney 23’’ cabinet planer; 
Smith No. 106 ABB 10°’, 4-s. ballb. moulder, 
coupled m.; Beach dbl. end mitre saw, roller 
table, 35°’x120°’, 3 HP, 3609 RPM tilting arbor 
motors; Hill 48’° edger: Hermance No. 4 sgl. 
cyl. planer, 25’’x8’’, 71/ HP, 3600 RPM 
coupled motor; Mchy. Co. of Am. circular saw 
grinder; Black Diamond bandsaw filer; Her- 
mance 6", 4-s. moulder; Am. No. 1, l-side 
sticker, pl. & bor. attachment: New Britain 
chain saw mortiser No. 2; Sidney vert. h.c. 
mortiser; Am. 4-spdl. horiz. h.c. mortiser, 
4855, F&E sgl.-end tenoner, copes; Am. dhl.- 
end tenoner; coupled m.; Diamond No. 2, 50°’ 
knife grinder; Phillips window frame ma- 
chine; Fay No. 2 automatic cutoff saw, will 
cut 6" thick; Smith l-spdl. ballb. shaper, 
3 HP, V-belted m.; Advance ballb. sgl. spdl. 
shaper, 5 HP m.; F&E No. 399, 2-dr. e.b. 
sander, 30°’, 3 motors; Solem No. 370, 37’, 
2-dr. e.b. sander, 10 HP m.; Cord. 2-spdl. 
horiz. radial borer; dry kiln over; dry kiln 
scale: Nash dbl.-end ciucking and trim saw, 
30°’; G.E. 100 HP frequency changer; Fay & 
Egan No. 429, ballb. continuous feed glue 
jointer, built-in motors: Falls jointer-feeder, 
20°’, swing-out type; Motors, AC, 25 HP, 20 
HP, 10 HP, and 5 HP in 2 or 3 ph., 60 cy., 
220 or 440 v. A large assortment of other 


machines. 
EDGAR G. BICKLER 





planer, 19°’x6’’, 
3600 RPM top 


ARE THE CARS YOU WANT LISTED HERE? 


25, Ballast, Composite, 50-Ton 

150, Box, 36-Ft., 40-Ton; Steel Ends 

2, Dump, Western, Automatic, 20-Yd., 40-Ton 

6. Dump. Magor, Automatic, 25-Yd., 50-Ton 

. Dump, Western, Automatic, 27-Yd., 40-Ton 
2, Dump. Western, Automatic, 27-Y¥d., 50-Ton 

10. aa Koppel, Side-Discharge, 24-Yd., 30- 

on 

25. Dump, Magor, Automatic, 30 Yd., 50-Ton 

25, Flat, 40-Ft., 40-Ton 

See — Composite, 36-Ft. & 40-Ft., 40- 


150, , — Double, 50-Ton 

35, Hopper, Side-Discharge, 50-Ton 

i6, Refrigerator, 36-Ft., 30-Ton J 

LOCOMOTIVES AND PASSENGER CARS TOO! 
IRON & STEEL PRODUCTS, INC. 

39 years’ experience 

13424 S. Brainard Ave., Chicago 33, Illinois 


“ANYTHING Containing IRON or STEEL” 





SAWMILL FOR SALE, COMPLETE 


Von Platen Fox Co., Iron Mountain, Mich., 
now being dismantled. Available at once 
Prescott Band Mill, Trimmer, Steam Niggers, 
Log Stop, Loaders, Kickers, Transfer Table; 
Live Rollers; Filer & Stowell Horizontal Re- 
saw; 6—150 HP. Boilers; Generator and En- 
gine; many other items. INDUSTRIAL 
SALVAGE. 718 E. Bay St., Milwaukee, Wis. 





FOR SALE 
1--250 HP Heinie Water Tube Boiler with 
about one-half of stack, 130-pound — 
SEE TET NE RE. $1000.00 


1 Upright Boiler, 
10 Live Rolls, 10”x24”... 
12 Live Rolls, 12”x24” 
15 Live Rolls, 15x24” 
(All with Cast Iron Frames and 
Drive Shaft, Miter Gears) 
1 Steel Header Drum, 3’x10’, suitable for 
175-pound steam pressure $150.00 
2 Single Drum Winches, to operate from 
a motor and frame, with power take- 
Se aS ach $300.00 
1 pe. RSE Machine (old model) $50.00 
1 Frick Steam Engine, 91/)"" Bore, 12°’ Stroke, 
center crank, = Pulley 36x1 2. saathe 
ee ai | See 0.00 
1 Frick Steam Sooke. 81/." Bore, 10°’ Seecken 
—, Crank, Drive ane S'sie. =" 
Bore, 2’’ Valve ~ 9 
1 Wheland Steam Engine. 10” ‘Bore, 
Stroke, Side Crank, Drive Pulley Salt 
1 Beech Dado and Cut-Off Saw with Car- 
riage and table, 220-Volt. Direct Drive 
Motor REE 
1 Townley belt | Swing Cut-off Saw 
Frame with Arbor -00 
GRAYSON LUMBER COMPANY — 

Birmingham Alabama 


42x90” with 88—2” Flncs 
$400. 








FOR SALE 


1-—Diamond Model C Horizontal Slab Resaw 
in good operating condition. Equipped with 
friction set works, on press rollers, chain 
driven with 7’ band wheels. Can be seen in 
operating condition. 

Write, wire, or call KLATZKY BROS. at Calu- 
met, Michigan. 





FOR SALE 


One 35 Ton Climax Locomotive. One Flat 
Bottom Vertical Type Climax Locomotive and 


16 Log Cars, all for 36’° Gauge Railroad. 
Will sell cheap. 
Address “K-51,"" American Lumberman. 





FOR SALE 


2—1500 GPM capacity Gould Underwriters 
a Fire Pumps, each = with 
a 225. HP. Sterling Gasoline - ideal 
for emergency service. ee OPE, 
INC., 60 E. 42nd St., New York, N. 


e, 


ba 





WOODWORKING MACHINERY FOR SALE 


American Double end Tenoner. Capacity 
between shoulder 8°’ to 57."° 20 HP Motor. 
220-3 phase. coupled direct to drive shaft. 
Columbia Sander similar to Yates-American 
210, except belt driven. Roll Feed, 4 rolls 
—- 4 bottom. 3 straight Drums (Bottom) 
** long 

S. A. Wests 2131 Moulder, Shop 718948. 
om 8x8—4 sides. All complete with 
rg Bs etc. 

These “aioe have been in actual use 


- 


~ 


_~ 





6444 Conway Avenue Mt. Washington 





ANS, Mt. Sterling, Ky. 


AMERICAN LUMBERMAN, 











BERMAN 


January 8, 


Cincinnati 30, Ohio 


1044 


are now in running ccndition. VICTORIA 
* SASH & DOOR CO., INC., Shreveport, La. 
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LANE 


Trade Mark Reg. U. S. Pat. Of. 

















SAW MILLS 


AVAILABLE FOR 


PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 
years’ experience in building Saw 
et Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT 


The SHIMER COMBINATION HEAD 
























An ideal tool for 
a great many uses, 
ss this Combination 

Head may be fitted 
with Bits for mak- 
ing Door, Sash and 
many odd and 
varied mouldings. 


It may be used on the Moulder or Shaper as pre- 
ferred. 


The Bits are milled to pattern, set by gauge for 
yuick changes on short or long runs of stock. 


This is a Head you cannot afford to be without. 


Write to us for particulars and a copy of our 
Catalogue and Pattern Book. 


SAMUEL J. SHIMER &SONS.INC. 


Mianufacturers of 


Shimer Cutter Heads PENNA. 


MILTON ..) | 
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44 Oregon-American Lbr. Corp... 


Booth-Kelly Lumber Co., The. es : 
od Ozan Lumber Company....... 5; 7 


Bradley Lbr. Co. of Arkansas.. 57 
Brown & Co., Geo. C.......... 53 
Buck & Co., Frank R... ...... 60 





Pacific National Lumber Co 
Parker & Sons Co., Ira. 
Patrick Lumber Co.. 

Polson Lbr. & Shingle Mills. . 


Cadillac-Soo Lumber Co...... 67 
Chapman & Dewey Lbr. Co... 55 































Cheney Metal Products Co.... 50 Pope & Talbot, Inc... .. 
Christiansen Lbr. Co.,-;C. M... 67 Protexol Corp... . 
Chrysler Corp.-Dodge Division. 31 
a rr 
Cole Manufacturing C ee 
Connor Lumber & Land Co.... 67 
Continental Steel Corp........ 12 Rainy Lake Lumber Co.. Ltd.. 4) 
Copeland Lumber Coe......... 67 Red River Lumber Co., The 
Corinth Machinery Co........ 60 Reynolds & Manley Lbr. Co.. 
Cotton Hanlon. ‘ statete, Sa Rib Lake Lumber Company. .. (i| 
Craig Mountain ‘Lor. Co. cies Robbins Flooring Company.... {7 All 
Roddis Lbr. & Veneer Cu...... 7 hel 
Rosboro Lumber Company.... 7 unc 
Dierks Lbr. & Coal Co........ 46 The 
Disston & Sons, Inc., Henry... 2 pur 
Douglas Fir Plywood Assn.... 42 anc 
Dowling & Camp, Inc......... 50 Samson Cordage Works...... 4i 
Dyke Brothers............... 62 Scribner's Lumber & Log Book. & "Rib Lz 
Shevlin Pine Sales Company... 4 Rathen 
Shimer & Sons, Inc., Samuel J.. i 
Exchange Sawmills Sajes Co... 35 Smith Lumber Co., Ralph L. aps 
Smith Lbr. Co., Inc., W. T.... & "Thunde 
Southern Lumber Co..,....... 3 
Southern Pine Lbr. Co........ Air 
Flintkote Co., The. . ie Standard Conveyor Co........ i 
Ford Lumber Co., Ivon R. _ 49 Sullivan Lumber Company .... ? . 
Fordyce-Crossett Sales Co. pa acg ae ‘Robbin 
Frost Lumber Industries, Inc.. 4 Newber 
Block, | 
en ee en eee Thunder Lake Lumber Co..... fi ,, 
pass sore int Seco Co a Tlmber Engineering Co. of Mich. 61 t Yawkey 
; tiled 2 Tremont Lumber Company.... Norther: 
Griswold Lumber Company.... 50 woods: 
‘Lake | 
Hines Lumber Co., Edward.. 67 Underwood Veneer Co........ & 
Holt Hardwood Co........... 67 Urania Lumber Company..... 45 
Hotel Benson. as . 62 ' 
Houston B 
— on Blow Pipe a1 and Sheet bie Holt Hi 
Huther Brothers Saw Mfg Co. 34 Maple. 
Vita-Var Corporation......... (| erringh 
Von Platen-Fox Co........... . 
Johnson Lumber Corp., C. D.. 45 Cadillac 
Northern 
Modern 
Kent Machine Company...... 50 Webster Lumber Co., H. E.... : “Michi 
Keystone Steel & Wire Co..... 36 Wells Lumber Co., J. W....... oe ga 
Kincus Fine Mille Oo......... 5 _Westers Pine Assoctation...... 0 Sette 
Ww eens Se Electric & sed te Ce 
Wheeler Osgood ‘Sales Corp.. ‘F ‘Connor | 
Lake Superior Lumber Corp... 67 White River Lumber Co. i i 
Lane Manufacturing Co....... 66 | Wisconsin-Michigan Page. . wi 6 ; ay ‘ 
Lemieux Brothers., Inc........ 62 Wood Lumber Co..... 7 Pc 
Lindsey Wagon Co. wane ae "Von Pla 
Lumbermens Mutual C ‘asualty Northern 
Ee Behath- ark .. 60 Mills: J, 


Luthi & Co., F. Yawkey-Bissell Lumber Co.... 


See Our December 25 Issue for Directory of Products Advertise! 


in AMERICAN LUMBERMAN 





January 8, 1944, AMERICAN LUMBERMA) 
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BEHIND THE EAGLE 
STAND THE FORESTS 


All Northern mills are doing their full part to 
help win the war. If these mills are currently 
unable to meet your needs, they ask your forbearance. 
Their output is now being channeled by government 
purchasing agencies into all sorts of war needs—Army 
and Navy aircraft, fighting and merchant ships, shoe 


0 , 
ib Lake Lumber Co... . . . . . Rib Lake, Wis. RDER Se ee a ei oe 


si . F Fr Sales Office, 817 Railway Exchange, Chicago — White Pine, 
Northern eee. White Pine, Kiln-Dried Hardwoods, Lath, Om Hemlock, Hardwoca Lumber—Shingles, Cedar Products, Lath. 


lasts to manufacture servicemen’s shoes, truck 
and trailer bodies, cooks’ tables, cots, Army 
and Navy furniture, quartermaster, signal and medical 
corps equipment, etc. With Victory, plenty of Northern 
woods will again be available for all regular uses. 


hingles, Cedar Posts and Poles. 


T 
“Thunder Lake Lumber Co. . . . . . Rhinelander, Wis. ipise “Edward Hines Lumber Co. . . . . . Park Falls, Wis. 


Air- and Kiln-Dried Northern Hard and Soft Woods Kiln or Air Dried Maple, Birch, Elm and other Northern Hard- 
Mills—Rhinelander and Lemke Spur, Wis. LEAD N ( woods: White Pine. Spruce and Hemlock. 


‘Robbins Flooring Company . Rhinelander, Wis. PRON 
Rerbery, MS; Maple. Bcc. Beech Gok, Ship Footing UCR cant Lumber & Veneer Co. . Marshfield & Park Falls, Wis. 


Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
“tt Yawkey- Bissell Lumber Co. . . . . . White Lake, Wis, 


Brch, Flg. Hdwd. Ven'r'd Doors, Plywd. Mod. Dry Kiln facil. 
Northern Maple, Birch and Oak Flooring; Kiln Dried Hard- 
woods; Hemlock Lumber and White Pine. 





























Copeland Lumber Co... . Ontonagon & Atlantic, Mich. 


Sales Office—CHICAGO—135 So. La Salle St., Hardwood Lumber. 
Dimension. Dry Kilns and Planer 


"Lake Superior Lumber Corp. . . . . Ontonagon, Mic 


Northern Hardwoods, Hemlock, White Pine. 
Modern Dry Kiln facilities. 


‘Holt Hardwood Co. . 2. . Oconto, Wis. 


Maple, Birch, Beech, Oak Flooring. Ses Assembled Block, 
Herringbone, Parquetry types: all types Heavy Duty Flooring. 


| Cadillac-Soo Lumber Co. (Mill: Sault Ste.) - Sales Offices WIS-M ICH 


Northern Hard M oy - — It soe hg ag 
n Hardwoods. Hard Maple a Specialty. Hemlock, HARDWOOD 
-Wihigan Pole & Tie Co., ("5 guererene mich.) Newberry, Mich.iae 9 FT) 4] ‘Te 


C. M. Christiansen Co. . . . . . . . . Phelps, Wis. 


An outstanding Wisconsin lumber manufacturer—Hardwood, 
White Pine. Hemlock and Cedar Products 


Wm. Bonifas Lumber Co. (warcMts.*tich.) Sitee Neenah, Wis. 
Modern Dry Kilns. Facilities for Surfacing, Resawing, ete. Northern Hardwoods; White Pine, Cedar hari Shingles, 
Squares, Lath, Modern Dry Kilns. Expert Millwork. 
Northern Hardwood Lumber, Old Faithful Hemlock, Northern 

White Cedar Poles, Posts, Shingles, Piling, Soft & Hardwood Ties. 


Underwood Veneer Co... .. =. . . . Bessemer, Mich. 


Northern Hardwoods, Hemlock, W. Pine at Bessemer, Mich. 
Connorville, Mich. Veneers and Panels at Wausau, Wis. 
K.D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, 


Posts, Poles—Laona Rock Maple & Birch Flg.—Dimension stock. 


Goodman Lumber Company .. . . , . Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
wood Dimension. Planing mill. Dry kilns. Rotary cut veneers. 


"Von Platen-Fox Company . . . . !ron Mountain, Mi 
Northern Hardwoods, Kiln Dried or Air Dried, Hemlock and Pine 
: Iron Mountain, Trout Creek, and Mass, Michigan 


tMember Maple Flooring Mirs. Assn. *Vember Northern Hemlock & Hardwood Mfrs. Assn. 


OMrrmnxnzc 
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THE VITA-VAR HOME COLOR-STYLING 
GUIDE WIL HELP YOU SELL A MORE & 
PROFITABLE FYPE OF PAINT BUSINESS J 








Lg 


VITA-VAR 


Dealer Cooperative Plan 
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